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Injunction Denied 
To Fire Companies 
By Federal Court 


Decision in Kentucky Rate Increase 


Case Now Rests With the 
State Courts 
STATE SEEKS INJUNCTION 





Companies Say Battle Will Be 
Fought in Higher Courts If 
Increase Is Denied 





The Federal Court at Covington, Ky., 
Tuesday refused an injunction to fire in- 
surance companies to prevent interfer- 
ence by the State of Kentucky, in its 
suit to prevent fire companies from in- 
creasing fire rates 121%4 per cent., which 
leaves the case up to the State courts. 
However, the companies will probably 
carry the case to the Supreme Court if 
the State court decision is against them. 


A report from Covington, Ky., on the 
decision read: 
“An application for an injunction 


sought by two insurance companies to 
prevent the State of Kentucky from in- 
terfering with the collection of increased 
insurance rates was overruled by three 
Federal judges sitting here today. The 
litigation was filed by the Aetna (fire) 
Insurance Company and the Henry Clay 
Fire Insurance Company against W. H. 
Shanks, State Auditor of Kentucky. The 
companies sought to prevent the State 
from interfering with the collection of 
12% per cent. increased insurance rate. 
Interests Not Affected 

Arguments on both sides were heard 
at Covington about two weeks ago by 
the Federal judges. The judges are M. 
J. Cochrane, Covington; M. W. Donohue, 
Columbus, Ohio, and Xenophan Hicks, 
Knoxville, Tenn. Judge Cochrane wrote 
the opinion in which the injunction was 
refused. In the opinion it was said the 
interest of the companies would not be 
affected at this time, pending a decision 
in the Franklin Circuit’ Court in which 
the State of Kentucky seeks an injunc- 
tion against the companies to prevent 
collection of the increased rate. This 
decision is now pending in the Franklin 
Circuit Court. After the State of Ken- 
tucky filed suit in the Franklin Court, 
the companies sought relief in the Fed- 
eral Court. 





TAKE CASE TO WASHINGTON 





Review of Missouri Rate Ruling Asked; 
C. E. Hughes Acts For Fire 
Companies 


A supreme court review at Washing- 
ton of the decision of the Missouri 
courts upholding a state ruling requiring 
a 10 per cenf. reduction on fire, light- 
ning, hail and wind storm insurance was 
asked Monday by 153 insurance com- 
panies. 

The petitioners contended that the re- 
duction would be ruinous to the insur- 
ance companies and would give insur- 
ance commissioners authority to deprive 
companies of their property without due 
Process of law. 

he petitioners are represented by 


Charles E. Hughes, former secretary of 
State. 














PHOENIX 


Assurance Company, Ltd. 
of London 
100 William Street, New York 





A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 





HERE’S WHY 


Recently we asked a successful Equitable Life of Iowa agent what 
one thing about the company was the most helpful to him in his work. 
His reply was, “The Company’s conservative business policy.” He said, 
“Conservatism has given the Equitable Life of Iowa a national reputa- 
tion for absolute stability and has made possible the outstanding accom- 
pNshments that have made it preeminently a quality Company.” 


The Equitable Life of Iowa takes pride in holding this esteem of its 
agents and welcomes new agents of high caliber who will appreciate the 
integrity and soundness of this institution. 


EQUITABLE: LIFE 
INSURANCE COMPANY 
OF IOWA 


FOUNDED 1867 

















A Hearty Welcome! 


The great City of Philadelphia is host to the Nation during these months 
of celebration of the one hundred and fiftieth anniversary of the signing of 
the Declaration of Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable character, which is the 
historical successor of the Centennial Exposition of 1876. 


The Home Office of the Penn Mutuat is on famous Independence Square 
in Philadelphia, facing Independence Hall, where the Declaration was signed 
and where hung, and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to Philadelphia during 
these festival months, 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 
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Financial Writer 
Boosts Insurance 
As An Investment 


“Barron’s Weekly” I Runs Important 
Full Page Article by Walker 
Van Riper 


WISE OLD AGE PROTECTION 


Some Securities Earn More and 
Yield Bigger Income, But There 
Are Many Drawbacks 


In an important article in “Barron’s,” 
national financial weekly, edited by C. 
W. Barron, Walker Van Riper has an 
interesting full page article on life insur- 
ance as an investment. He takes the po- 
sition that it is solely in the matter of 
the rate of interest or income to be ob- 
tained that investment in stocks, bonds 
and mortgages advantageous 
than insurance, but one must remember 
that the risks are greater; that more 
care, study and time are required; that 
much self-restraint and prudence are 
necessary; and that a great many people 
fail in the attempt to make profitable 
stock and bond investments. 

The excellent investment possibilities 
of insurance are not widely enough ap- 
For persons in many circum- 
stances, says Mr. Van Riper, endowment 
insurance and annuities represent abso- 
lutely investments. A man or 
woman, well along in years, and without 
dependents, may buy an annuity which is 
a certain income for life, and receive a 
greater return than is possible in any 
other way. It may be briefly said of 
insurance investments that they are 
thoroughly safe; they are simple and 
easy to understand; they require no 
study or care; and, as with all insurance, 
the necessity Of paying premiums period- 
ically and promptly is a very important 
aid to thrift. 





is more 


preciated., 


ideal 


Sums Up 
Mr. Van Riper sums up in this way: 
“Insurance is a financial undertaking 
of greater importance to the average per- 
son than investment in stocks and bonds, 
and should also come first in point of 
time. 


“There are two great life risks which 
exist for every individual—premature 
death and the failure to provide and keep 
funds for old age. 

“Requirements for insurance are de- 
termined by the riature and extent of 
present and prospective family and busi- 
ness responsibilities; in this latter field 
the possibilities and advantages of life 
insurance are coming more and more to 
be appreciated. 

“If the mind’s eye rests upon the lump 
sum of cash payable at death, rather than 
on the amount of annual income which 
should be provided, too little insurance 
is likely to be the result. Ten thousand 


(Continued on Page 11) 
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IMPORTANT ANNOUNCEMENT 


1. Our Agency Training Department 
is very efficient. 





2. We want ambitious men who are 
not in the life underwriting vo- 
cation to train for this lucrative : 
work in our organization. 





HART & EUBANK, General Agents 


AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 


' “IT PAYS TO HAVE AN ACCOUNT IN THE AETNA” 
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Connecticut Mutual 
Triple Celebration 


FINE PROGRAM AT HARTFORD 


Housewarming in New Home Office, 
Agents’ Convention, Celebrate 
Eighty Years’ Progress 





Three big events in the history of the 
Connecticut Mutual Life of Hartford are 
taking place this week. They are a 
housewarming in the new home office of 
the company, just completed; the general 
agency convention of the company par- 
ticipated in by its representatives from 
country-wide points, and the celebration 


KEDERICH THANKS FRIENDS 

Joseph A. Eckenrode, General Agent 
in Brooklyn for the Penn Mutual Life, 
has received a fine letter from George 
A. Kederich, former president of the 
New York Association of Life Under- 
writers from Hague, Holland. Mr. Ked- 
erich is at present touring the Contin- 
ent, and he says in his letter that he is 
greatly pleased by the kind remembran- 
ces of his many friends in the United 
States. Thanking Mr. Eckenrode for 
his friendly letter, he says: “Each morn- 
ing before breakfast ever since I left 
Brooklyn I have opened a letter and it 
has been a happy event. We have had 
a wonderful trip so far and we are look- 
ing forward to the balance of our trip 
with high expectations.’ 

















Old Eagle Tavern (left of center), Hartford, where incorporators of Con- 
necticut Mutual met July 16, 1846. 


of the eighticth anniversary of the com- 
pany. 

‘This splendid company has seldom ap- 
peared in the enthusiastic role of a cele- 
brator, being one of those conservative 
and highly regarded New England insti- 
tutions proceeding along its course with- 
out any fireworks. 

Among the speakers who are listed on 
the program of activities are Professor 
S. S. Huebner, University of Pennsyl- 
vania; Mayor Norman T. Stevens, Hart- 
ford; Colonel Howard P. Durham, In- 
surance Commissioner, Connecticut; Lu- 
cius I*. Robinson, former president of 
the Connecticut State Bar Association 
and a director of the company; Charles 
Cheney, of Cheney Brothers, silk manu- 
facturers, and Benjamin W. Morris, the 
architect who designed the company’s 
new home office building. There will, of 
course, be talks by the officers of the 
company, its general agents and _ its 
agents. 

The readers of The Eastern Under- 
writer will be told how the Connecticut 
Mutual family celebrates in the next is- 
sue of this paper. 


276 NEW MEMBERS 

The Philadelphia Association of Life 
Underwriters has added 276 new mem- 
bers to its roll through a one-week cam- 
paign devoted to that purpose. First 
honors for the agency securing the great- 
est number of memberships were given 
to the Travelers with 53. Don R. Sidle, 
assistant manager, was in charge of the 
agency drive in the absence of David R. 
Donley, manager. The John Hancock 
Mutual Life took second place for agen- 
cies, with 32. Albert Kelly, Equitable 
Society, president of the Association, 
brought in 31 members, the highest num- 
ber secured by a field man. Altogether, 
the campaign was a big success. 





SELECTION AND ELIMINATION 

Winslow Russell, vice-president of the 
Phoenix Mutual Life, told the Sales Bu- 
reau recently that his company regard- 
ed elimination just as important as se- 
lection. No company is using greater 
care in the employment of men. Mana- 
gers of the Phoenix Mutual interviewed 
3,182 applicants for the position of agent. 
The average of closing was one man 
out of sixteen interviewed, 


The Arkansas Insurance Department 
has granted a charter to the Dependable 
Life, a legal reserve company, to do busi- 
ness in that state. The company will 
write health, life and accident insurance. 
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LIFE COMPANIES 
AND TRUST ORGANIZATIONS 


If we examine the scope of the services performed 
by life insurance companies and trust organizations 
—including in the latter term trust sections of com- 
mercial banks—we shall find a broad field of coop- 


| 
} Each furnishes service for which the other is not | 
I equipped; one the insurance of the productive value, 


PENN MUTUAL CONVENTION 
To Be Held at Swanspecett, Mass., Sept. 
9-11; Interesting Topics 
of Speakers 


The Annual Regional Convention of 
the Penn Mutual Life will take place at 
Swampscott, Mass., on September 9, 10 
and 11. The address of welcome will be 
given by William H. Kingsley, vice- 
president of the company, at the open- 
ing session on Thursday morning. Fol- 
lowing this there will be an address by 
Hilliard R. Gage, of the J. Flliott Hall 
Agency, on “How-I Try to Sell Every 
Man I Meet.” 

Mrs. F. H. Smith, of the M. R. Miller 
& Son Agency, will give a talk on “The 
Value of the Small Policy.” “Educa- 
tional Insurance” will be discussed by 
Howard E. Rider, of the J. Elliott Hall 
Agency. 

At the Friday session Dr. Harry Toul- 
min will give a talk on “Notes from the 
Medical Department.” At this session, 
Robert P. B. Kidd, of the M. R. Miller 
& Son Agency, will talk on “The Value 
of Our Life Rate Endowment.” John 
M. Keim, assistant supervisor, will give 
a talk on “Perfecting Protection.” “Pro- 


gram Insurance” will be the topic of 
Benjamin Alk, of the McWilliam & 


Hyde Agency. 

The convention will close with a ban- 
quet at 7 o’clock Friday evening. At 
the Saturday morning session J. Flliott 
Hall will preside. The address on this 
occasion will be given by J. Burnett 
Gibb, actuary. 


RETURNS FROM COLLEGE 

Benjamin Rosenbaum, gifted son of C. 
H. Rosenbaum, agency manager for the 
Bankers Life Company at Des Moines, 
has returned to his home in Des Moines 
after three years of study at Oxford 
University, England. The young man is 
widely known in literary circles for his 
poetical works. His first volume of po- 
ems, bearing the title “Hill Solitures,” 
was published several years ago, and won 
praise from literary critics throughout 
the country. 
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9) accumulated and prospective, of human life; the a 
le other the administration of trusteeships, of which P| 
Ny many proceed from life insurance. AY 
ye There is no doubt that the two can supplement as 1 
Vp) well as complement each other, and it is noteworthy Ra 
So, that the banks and trust companies have realized Yo) 
en this fact and applied it in a practical way. On the a) 
es other hand, it is evident to me that a corresponding Ke 
Koy, interest in the promotion of the welfare of the bank- iS q 
44 ing and trust companies is now a part of the pro- e3 
Mt gram of every wide-awake life insurance man. NA) 


WALTON L. CROCKER, President 
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Northwestern Defends 
Underwriting Ideals 


ITS BUSINESS IS TRUSTEESHIP 


Company Tells Why It Does Not Be- 
lieve in Non-Medical, Group, and 
Other Special Limes 

An advertisement of its beliefs printed 
in two newspapers by the 
Northwestern Mutual of Milwaukee in 
connection with the American Life Con- 
vention special issues will attract a lot 
of attention. The advertisement tells 
why the Northwestern does not believe 
in writing non-medical, group, salary al- 
lotment, disability, annuity and double 
indemnity. The ad in part reads: 

“The Northwestern Mutual believes 
that the business of life insurance is one 
of trusteeship, and that commercialism 
has no place in it; that the same stand- 
ards of selection should be applied to 
all applicants for life insurance, if mu- 
tuality and equality are to be preserved. 
To require a medical examination of 
part of the members and not of others, 
without segregation, violates this theory, 
and consequently, the Northwestern does 
not, and will not, do a non-medical busi- 
ness; that to include health and accident 
features in the policies of part of its 
members, without segregation and at less 
than self-supporting rates, results in dis- 
crimination; that the cost of these fea- 
tures is still unknown; that they inject 
uncertainty, controversy and a resulting 
loss of prestige into the business, and 
hence, the Northwestern has not adopted 
the disability annuity and double indem- 
nity features; that each policyholder 
needs, and is entitled to, a service that 
can only be obtained from personal ne- 
gotiations with a competent and respon- 
sible agent; that wholesale and mass 
selling of life insurance tend to minimize 
the efficiency of agents and to eliminate 
them altogether, thereby resulting in loss 
of service to policyholders and conse- 
quent dissatisfaction to them. 

“The Northwestern, therefore, has not 
adopted wholesale and mass _ selling 
plans; that it has a deep and binding 
obligation to the 600,000 men who are 
its present policyholders; that it cannot 
admit others, who do not comply with 
established standards, into an equal part- 
nership with them, without being charge- 
able with bad faith; that volume, beyond 
enough to keep the company healthy 
and serviceable, is of no important con- 
sequence. The Northwestern, therefore, 
will not lower its standards nor covet 
volume.” 


insurance 


GEORGE BEHRENDT INJURED 
Son of Sam Behrendt, of Los Angeles, 
Loses Foot in Accident at 
Ship Launching 
Friends of Sam Behrendt (and they 
are legion) of Behrendt-Levy Company, 
the dynamic Los Angeles insurance 
agent, will be grieved to learn of the sad 
misfortune which befell his son, George, 
who, in an accident last week, suffered 
the amputation of one foot and serious 
injury to the other leg. While we have 
not the particulars, we are informed that 
the injuries were sustained during the 
launching of a vessel at San Pedro, Cal. 
George Behrendt is just turning twen- 
ty-three years and was married some 
seven or eight months ago. Not only is 
he a fine young man in manner and dis- 
position but in stature as well, standing 
six feet four inches and weighing about 

a hundred and ninety pounds. 
WRITES $1,000,000 ON 
LIFE OF A WOMAN 

Detroit, August 31—A. G. Green, life 
insurance agent well known in the East, 
and at the present time general agent 
for the Merchants’ Life of Des Moines, 
la., today wrote $1,000,000 of life insur- 
ance on Louise Lathrup, a Detroit real 
estate woman. 

Mr. Green formerly lived in New York 
City where he was connected with the 
Travelers. He now represents the Mer- 
chants’ Life as general agent in Michigan 
and Indiana, 
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THE DEMAND for INSURANCE 


Intelligent men are no longer oblivious to the need for life insur- 
ance. They recognize its value. They expect to look into the matter 
when they have leisure, or when they have paid their debts, or when 
they have saved a little money. Or they do not know how to go about 
getting insurance, or defer action because they do not know precisely 
what kind will provide best for their particular needs. But when an 
agent comes to such men they will be in a receptive mood, and argu- 
ment and persuasion will be superfluous. It is not necessary to urge a 
hungry man to eat, or a thirsty man to drink. But if the agent offers 
for family protection a policy payable in one sum simply because that is 
his habit, and because he thinks it is easier than to advocate something 
that is new, he and not his clients will be to blame if misfit policies are 
applied for. 


Every competent business man is careful to distinguish between 
principal and income. And if he spends any of his principal as if it were 
income he will feel that he has committed a crime and will be uneasy 
until the crime has been atoned for. But a woman, whose experience 
has been limited to the spending of income, is in danger of regarding a 
round sum paid by the insurance company as income to be spent, and 
not capital to be invested. 


It is probable that more money is lost through the honest but mis- 
guided advice of relatives and friends than in consequence of fraud. 
And most wives are ready to lend their money to their husbands, or 
risk it in the business ventures of brothers, sons or neighbors. 


These are some of the reasons why husbands and fathers should 
be advised to have their insurance paid in the form of an income and 
not in a single sum. 








THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 

















H 
; 

















& 
a 
| 

















September 3, 1926 

















Teachers’ Association 
Behind Group Cover 


MANY ARE INSURED IN TEXAS 


Oklahoma Educational Association Finds 
Its Contract With Great Southern 
Life Is Well Received 


By C. M. Cole, Oklahoma City 


Advantages accruing to the Great 
Southern Life from issuing policies to 
be placed by the Oklahoma Educational 
\ssociation to teachers of the state are 


crowned with an increase in volume of 





Wak. 


JADWINE 


new and paid for business amounting to 
$1,200,000 since the plan was installed, 
April 15, 1926. 

In releasing the figures compiled in 
the office of the association, C. M. How- 
ell, secretary, said that the idea of in- 
augurating a system of writing contri- 
butory group life insurance for teachers 
of Oklahoma emanated from W. E. 
Jadwine, in charge of group insurance 
for the company in Oklahoma. 

It has taken very well among mem- 
bers of the teachers’ association, and, 
although introduced little more than a 
month before vacation time, favorable 
response to the first letter and applica- 
tion blank mailed to a group of teachers 
by the association, averaged 10%. This 
was before any educational campaign 
had been launched to sell the idea and 


at the time when teachers were facing 
a three months’ period without salary. 
sasing his estimate upon this fact, he 


believes the business written within a 
month or six weeks after school reopens 
in September, will easily double that al- 
ready in force. 

Applications Keep Pouring In 


Even during the summer, applications 
continue to come into the office. Early 
in vacation in two days alone sixty-seven 
applications were received. These come 
from all sections of the state although 
no letter has been issued by the as- 
sociation since school closed. 

Policies are sold and collections made 
only through the association with all 
business handled at association head- 





quarters in the Continental Building, 
Oklahoma City, and all adjustments 
made through this medium. The insur- 
ance is limited to $1,000 for each teacher, 
and is available only for association 
members. The necessity of physical ex- 
amination is eliminated by the require- 
ments of the association, which involve 
a physical examination to qualify for 
membership. 

Operating details involve a_ special 
blank application form, with blank check 
attached, made payable to the associa- 
tion, mailed to teachers from organiza- 
tion headquarters, with a letter stating 
that this policy has been endorsed by 
the 1926 annual convention of the Okla- 
homa Educational Association and ex- 
plaining the benefits to be derived from 
life insurance. No selling effort is in- 
corporated in the latter but just plain 
statement of facts relative to the policy, 
its conditions and benefits. 

A contributing factor to the sale of 
the policy is an advertising campaign 
carried in the Oklahoma Teachers Asso- 
ciation’s official bulletin, issued monthly 
a copy of which is sent to every mem- 

er. 

Not only is the company profiting by 
the additional business, but life insur- 
ance as an institution is receiving untold 
benefits through the publicity derived 
from the project, Jadwine said. The 
youth of the general run of teachers 
employed in the state and their conse- 
quent good health make the risks gilt- 
edged. 

Commenting upon the direct benefits 
derived from the movement, Mr. Jad- 
wine observed that not only his com- 
pany, but life insurance in general is 
reaping a harvest from the publicity 
gained through the contact. Life insur- 
ance is getting before a class of people 
in every school district in the state which 
has previously been hard and expensive 
to sell, and which has it within its power 
to disseminate the story of life insur- 
ance to thousands of students, as one 
endorsed and bought by the most highly 
educated people in the community. 

If an educator is sold on the economic 
value or life insurance, she will un- 
doubtedly refer to it in her classes, es- 
pecially in those pertaining to questions 
of economics, and naturally recommend 
it as an investment to her pupils. The 
influence of her faith in the proposition 
will probably extend beyond the school 
room—and reach her own family, her 
friends, and ultimately the families of 
her pupils. 

This class of exploitation is superior 
to any advertising campaign and is be- 
lieved by Mr. Jadwine to be of infinite 
value in developing business especially of 
the character that can not be reached 
so thoroughly and so economically in 
any other way. 

Can Address Teachers 


Another advantage that can be ob- 
tained in no other way is the privilege of 
addressing teachers meetings through- 
out the state, and presenting the policy 
from a salesman’s viewpoint, after hav- 
ing been introduced and endorsed by 
the secretary of the state teachers or- 
ganization. In fact, invitations are re- 
ceived by both Mr. Jadwine and Mr. 
Howell to appear before these meetings 
and explain the policy and its benefits 
to the individual. 

A large percentage of teachers of Ok- 
lahoma have been carrying no life pro- 


tection whatever,—some because of 
inadequate salaries, some through ig- 
norance of its benefits, and others 


through carelessness, Mr. Howell said. 
He believes however, that within six 
weeks after school has reopened in Sep- 











Triangle 7560 


General Agents Brooklyn and Long Island 
AETNA LIFE INSURANCE COMPANY 
“A POLICY FOR EVERY NEED” 


Would you like 
Your record card 
Made up for you? 
Write it in the Aetna 
Call 
GRAHAM and LUTHER 


176 Montague Street 











D. W. Carter, Secretary 











STATE MUTUAL LIFE ASSURANCE COMPANY 


of Worcester, Massachusetts 
Incorporated 1844 


The Company has recently introduced an exceptionally 
complete and practical 


Educational Course 


for the use of its Agents and those who contemplate 
entering the life insurance business. 


Stephen Ireland, Superintendent of Agencies 


B. H. Wright, President 














and letters have been issued by 
the association, the amount in force will 
be doubled. The disability clause ap- 
parently makes a strong appeal, as 75% 
of the applications are for this type of 
coverage. 

To provide for the emergency of 
teachers retiring from the profession, 
which would automatically cancel her 
a as membership in the Oklahoma 

Educational Association is necessary to 
obtain such a policy, the privilege of 
converting the insurance is granted. 

To induce teachers to take out their 
insurance at the close of school, instead 
of waiting until September, and to en- 
able them to have protection during 
their vacation trips the insurance com- 
pany agreed " accept postdated checks 
to November 1, 1926, in payment of the 
first prema, 


tember, 


KILLED AT CROSSING 
While 


crossing the railroad tracks in 
Denver, in an automobile, Raymond 
O’Neal, an agent for the New York Life 
in Denver, was accidentally struck and 
killed by a fast express train. 


FRANK G. GRISWOLD DEAD 


Superintendent of Agencies of Conn 
General for 30 Years; With Com- 
pany for 54 Years 


71 years old, for 
years superintendent 


Frank C. 
more than 
of agencies of the Connecticut General, 
died recently at his home, 95 Hunting- 
ton street, Hartford, Conn., after a short 
illness. 

Mr. Griswold entered the employ of 
the Connecticut General on November 
15, 1872, as an office clerk, and he was 
the only representative of the home of- 
fice who visited agents in Vermont and 
Northern New York. His rise was rapid 
and in 1895 was made superintendent of * 
agencies of the company. 

On November 15, 1922, Mr. Griswold 
completed 50 years of service with the 
company. He is survived by his wife, 
Agnes Wiley, and one son, Harold Wiley 
Griswold. He was a member of Wolcott 


Griswold, 
thirty 


Council, No. 1 R. & M., Pythagoras 
Chapter No. 17, R. & M. and Washing- 
ton Lodge, No. 70, A. F. & A. M., of 


Conn. 


Windsor, 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7501 








MANAGERS 


INSURANCE CO. ssttica 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., 


New York 
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Did‘you ever try 
to take care of a baby 


tor just one day? 
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Suppose your wife had to care for the children and earn her living and di 
theirs at the same time? ui 


That’s one reason why fathers insure. There are many other reasons | 6, 
why they select 


THE TRAVELERS INSURANCE COMPANY ‘ 


Hartford, Connecticut 


Send for “THe ‘TRAVELERS Story OF Activities AND Procress” Form #45404 
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App a Day Keeps Doctor 
Away From Gardiner 


LETERMAN’S NEW HEALTH CURE 





Agent Cheers Up John Hancock Mana- 
ger by Remembering Him Every 
Day With New Business 





If Elmer G. Leterman makes his 
friends who are in good health as happy 
as he made Harry Gardiner, New York 
manager of the John Hancock, when the 
latter was ill, it is not surprising that he 
is one of the leading agents in New York. 

Mr. Gardiner recently returned to his 
office following a six weeks’ siege of ill- 
ness, including three weeks at a hospital, 
where he underwent an operation for ap- 
pendicitis and three weeks at home re- 
cuperating. When he was taken home 
from the hospital he found the following 
letter from Mr. Laterman: 

Dear Harry:—We may not. neces- 
sarily be classified as diagnostitions, 
but we believe that we have found the 
remedy to effect a speedy recovery for 
you, and instead of urging the apple a 
day to keep the doctor away, we pro- 
pose sending you, during the month of 
August, an application a day. 

We have carefully analyzed the sit- 
uation from this end and believe that 
you will find more nourishment in an 
application every day than in any 
medicine we can prescribe for you, so 
consequently we can all hope to hear 
your melodious voice over the tele- 
phone again in double quick time. 
Hoping that this will find you much 
improved, and that we will have you 
with us real soon, Sincerely yours, 

(Signed) Elmer. 

“That letter did me almost as much 
good as the doctor’s,” said Mr. Gardiner, 
“and, furthermore, Leterman carried out 
his promise. The apps started coming in, 
not only one a day but sometimes sev- 
eral, until by Monday of this week they 
had totaled thirty-six for $212,000 busi- 
ness. That this was not an artificical 


production is shown by the fact that © 


during June and July the Leterman office 
paid for more than $400,000 in the John 
Hancock.” 
Mr. Leterman is a member of the firm 
of Leterman & Gates. Mr. Gates is an 
old insurance man of long experience. 
Mr. Leterman has been in the business 
for only a few years. Leterman & Gates 
handle all the insurance of A. E. Lef- 
court, who has constructed fourteen 
buildings in this city, and a number of 
other important clients. The firm not 
only leads the John Hancock but several 
other cocmpanies. 





HALF MILLION DEATH CLAIMS 


Since the enlarged insurance plan 
adopted last November by the General 
Electric Co., of Schenectady, N. Y., 
death claims amounting to over a half 
million have been paid to beneficiaries 
under the group insurance policies. Of 
the total amount paid, which was $502,- 
622.79, $286,122.79 was paid under policies 
the premiums of which were paid by the 
company and $216,500 was paid under 
additional insurance policies paid for by 
the employes. The new insurance plan, 
which became effective last year, pro- 
vided for additional insurance at reduced 
rates. The free insurance plan has been 
in effect for many years. 





WRITES 4 MILLION A MONTH 


From the first of the year up to the 
present time, Robert C. Newman, of the 
St. Louis branch of the Missouri State 
Life, one of the leading personal. pro- 
ducers of the entire company, has aver- 
aged more than a one-quarter of a mil- 
lion dollars each month. His. personal 
production for 1926, to the latter part 
of August is considerably over two mil- 
lion dollars. Mr. Newman joined the St. 
Louis branch in 1915 and has maintained 
a record for large productions, 





Smith General Agent 


‘ 


PROGRAM HAS WIDE SCOPE 





Of Aetna In Buffalo Representatives of Thirty Life Compan- 


HE SUCCEEDS SMITH & SEARLES 


Samuel J. Booth Made Assistant General 
Agent There and Walter J. But- 
ler, Agency Supervisor 


On August 1, 1926, Howard W. Smith 
became sole general agent at Buffalo, 
N. Y., succeeding the firm of Smith & 
Searles. ; 

Mr. Smith began his life insurance ca- 
reer with the Aetna Life 23 years 
ago as cashier in their Rochester, N. Y. 
agency and for the past thirteen years 
has been connected with this company 
in Buffalo. He has very definite plans 
for building a larger agency organiza- 
tion and has engaged as Assistant Gen- 
eral Agent, Samuel J. Booth, and as 
Agency Supervisor, Walter J. Butler. 

Mr. Booth has been assistant manager 
for the Travelers both in Buffalo and 
Pittsburgh, as well as having been at the 
Home Office of that company as instruc- 
tor in the sales training school. 

Mr. Butler was connected with the 
Rochester agency of the John, Hancock 
for five years, until his recent affiliation 
with the Aetna Life. 

The month of August was one of the 
biggest from the point of production in 
the history of Buffalo’s Aetna Agency. 











ECKENRODE WILL HUNT MOOSE 
General Agent of Penn Mates) Life in 
Brooklyn, Hunter of Big Game, To 
Vacation in Canada 


Joseph A. Eckenrode, general agent of 
the Penn Mutual Life, 32 Court street, 
Brooklyn, is planning a hunting trip into 
the wilds of Canada. He will leave for 
Montreal, Canada, immediately after the 
close of the International Underwriters’ 
Convention at Atlantic City. From Mont- 
real he will proceed to a place called 
Felicien, about 100 miles north of Que- 
bec, to hunt moose and caribou. Felicien 
is one of the few places in Canada where 
moose and caribou are to be found. 

Mr. Eckenrode has been spending his 
vacations in previous years in this way. 
He says it is the best possible way to 
spend one’s vacation, and that a month 
spent in hunting big game in the snowy 
region of Canada is healthful and invig- 
orating. He has bagged many fine speci- 
mens of deer in the past and hopes to 
land a mogse on this trip. He displayed 
a fine new Winchester rifle the other day 
which he had just purchased as part of 
his preparations for the trip; also a fine 
sleeping bag, for he and his party will 
sleep out of doors for the most part. 
He will also be equipped with a camera 
and expects to take a number of pictures 
on the trip. 

He will have a busy month between 
now and the time he leaves for Canada. 
On August 9, 10 and 11 he will attend 
the Penn Mutual Convention at Swamp- 
scott, Mass., and will then go to Atlan- 
tic City to be present at the opening on 
Wednesday, September 15. He will be 
in Canada during the month of October. 





VAN ALST AGENCY LEADS 


The Van Alst Agency of the Berk- 
shire Life, at East 42nd Street, New 
York City, stands at the head of the 
honor roll for the first seven months of 
the year. This agency started to lead 
in monthly production in March, 1926, 
and has maintained the lead ever since. 

Robert A. Van Alst, Jr., is the head of 
the Van Alst agency and its success is 
due in large measure to his untiring ef- 
forts. 





GEORGE W. POWELL DEAD 


George W. Powell, 67 years old, died 
at his home, 35 Vernon avenue, Newark, 
last week. Mr. Powell had been em- 
ployed by The Prudential as a composi- 


‘tor in the printing department for about 


30 years and was about to be pensioned. 
He is survived by his wife, Louise, and 
one son, Elmer S, Powell. 


ies to Speak at Atlantic City Con- 
vention of Underwriters 


The scope of the program arranged 
for the International Convention of Life 
Underwriters to be held in Atlantic City 
on September 15-16-17 can best be ap- 
preciated when it is realized that repre- 
sentatives of over thirty life insurance 
companies resident: in thirty-five dif- 
ferent cities in the United States and, 
Canada will take part in the formal 
speaking program according to E. J. 
Berlet, of Philadelphia, Chairman of 
Publicity. In addition there will be a 
congressman, a vice-president of a na- 
tionally connected banking institution, 
four educators, two life company presi- 
dents and two company vice-presidents. 
Five clergymen representing one un- 
denominational and four different denom- 
inations will open the various sessions. 
Thirty-five life companies are repres- 
ented in the committees which are ac- 
tively engaged in making the convention 
arrangements. 





PRUDENTIAL OPENS OFFICES 

The Prudential has recentiy opened 
four new Offices in the vicinity of Brook- 
lyn and Long Island. Brooklyn office 
No. 10 was opened at Municipal Hall, 
Kings Highway, Coney Island Avenue. 
William J. Ellis is superintendent. An- 
other new office has been opened at 
Rockaway Avenue, Brooklyn. This is 
known as office No. 13. George Grin- 
wade, who was formerly at The Pruden- 
tial office at 72 Pennsylvania Avenue, 
East New York, was transferred to the 
Rockaway Avenue office. 

Within the last few months offices 
have also been opened by The Prudential 
Company in Richmond Hill, L. I, and at 
Patchogue, L. The Richmond Hill 
office is in charge of Mr. Kaiser. 








AT HOME— 


to 
ALL LIFE AGENTS 


who stop over for— 
the SESQUI-CENTENNIAL 


while attending— 
the 


CONVENTION OF 

LIFE UNDERWRITERS 
at Atlantic City. 

Our central location in the 


heart of Philadelphia may prove 
of convenience and service to you. 


Drop In 


PHILADELPHIA LIFE 
INSURANCE COMPANY 
111 N. Broad Street, 














Back of 
NORTHWESTERN 
NATIONAL 


0. J. ARNOLD 


rRioR to his election as 

President of Northwestern 
National in 1925, O. J. Arn- 
old was for 25 years a director 
and member of executive and 
finance committees of the II- 
linois Life, and during that 
period held the title of Sec- 
retary and Actuary. He is on 
the directorate of a number 
of large well-established en- 
terprises, 

Mr. Arnold was active in 
the revision of the Illinois in- 
surance laws in 1907, many of 
the laws then enacted having 
been embodied in the legisla- 
tion of other states, including 
the “Illinois Standard” Policy 
Reserve Valuation law, and in 
1920 was a member of the 
joint committee through 
whose efforts this law was rec- 
ognized as a_ standard of 
solvency by those eastern 
states which had _ previously 
denied admission to com- 
panies operating on this basis. 
In 1912 and 1914 he served 
two terms as President of the 
American Institute of Ac- 
tuaries. 

Mr. Arnold is a director 
and a member of the execu- 
tive committee of Northwest- 
ern National. 


This is the last of a series 
of nine advertisements on 


the Board of Directors of 
Northwestern National Life, 








NORTHWESTERN 
NATIONAL LIFE 





0.J. Arnold, Pres. 











Philadelphia, Pa. 








Minneapolis 





INSURANCE CO. 
DN 


yA 

















The Columbian National Life Insurance Company | 


BOSTON, MASSACHUSETTS 
ARTHUR E, CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE | 
Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional opportunity is offered to salesmen o 
character and ability. Communicate at once wit 
Agency Department, 77 Franklin Street, Boston. 
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Advises Veterans to 
Keep Insurance 


MANY ARE DROPPING POLICIES 


Brig. Gen. Hines Writes Mr. Davis on 
Surrender of Government Policies 
for Private Ones 


srig. Gen. Frank T. 
of the Veterans’ Bureau has written a 
letter to Secretary of War Dwight F. 
Davis protesting the fact that world war 


Hines, director 


veterans “are being persuaded to sur- 
render their government insurance poli- 
cies and accept other insurance in lieu 
of it.” 

In his letter Gen. Hines points out the 
fact that “when insurance has been con- 
tinued on a level premium for a suf- 
period to accumulated 
cannot be re- 
placed at an advantage to the insured. 
He also states that the matter has been 
brought to the attention of the Secre- 
tary of War “for such action as you 
may deem necessary.” 

The full text of the letter, under date 
of August 12, is as follows: “Sir: In- 
formation has been received by the 
Veterans’ Bureau that officers and men 
now in the service are being persuaded 
to surrender their Government Insur- 
ance and accept other insurance in lieu 
of it. 

“It is generally conceded that when 
insurance has been continued on a level 
premium basis for a sufficient period to 
have accumulated values, such insurance 
cannot be replaced at an advantage to 
the insured. The matter is being brought 
to your attention for such action as you 
may deem necessary. 

“There is inclosed Form 726 which has 
been used by the Bureau for the pur- 
pose of preventing, as far as possible, 
the surrender of present policies and 
replacing them with other insurance 
* * *” 


ficient have 


values, such insurance 


Form 726, U. S. Veterans’ Bureau, 
referred to in the last paragraph of the 
foregoing letter, will shortly be fur- 
nished all distributing agencies and will 
by them be given a sufficiently wide dis- 
tribution to reach all Regular Army 
personnel concerned. 


MAKE G. H. DOGGETT MANAGER 


Announcement has been made by the 
Continental Life of Delaware, that 
George H. Doggett, formerly director of 
life insurance schools, has been appointed 
manager for eastern Massachusetts for 
the Continental, which was admitted to 
the state several weeks ago. Mr. Dog- 
gett, who is well known in insurance cir- 
cles, entered the insurance business in 
1918 when he accepted a position with 
the Columbian National Life, with whom 
he was associated for five years. In 
1923 he entered the office of Moore & 
Summers agency of the New England 
Mutual Life in Boston. He remained 
there but a few months, when he took 
charge of the school of insurance of the 
Oklahoma University. During the years 
1923-1924 he conducted schools of the 
Northeastern University in Springfield 
and Boston. The following two years 
he assumed charge of the special agency 
schools of the Moore & Summers agency 
in Boston, the Robert Brown Agency 
and the Boston Chamber of Commerce. 
During the past year he was in charge 
of the school of the Paul F. Clark 
agency of the John Hancock in Boston. 


NO LAPSES IN FOUR YEARS 


William Triggs, agent for the Mutual 
Life of Canada in Toronto and former 
president of the Life Underwriters’ As- 
sociation of Toronto, is an expert at 
keeping lapses down. From 1922 to the 
present time not a single policy written 
by Mr. Triggs has lapsed. His record 
goes back prior to 1922 but the head 
office. of the Mutual Life cannot give 
figures before that date. 


CLEVER PRESS WORK 


Preliminary Publicity for Atlantic City 
Is Work of Art; Newspaper Issued 
By Berlet’s Committee 
The preliminary presswork of the Na- 
tional Association of Life Underwriters’ 
convention, gotten out by the committee, 
the chairman of which is Manager Ber- 
let of the Guardian Life, is the best ever 
alone by a convention. The latest achiev- 
ment is the issuance of a_ publication 
called “Last Minute News,” in the form 
of an illustrated newspaper containing 
cuts of Darwin P. Kingsley, Congress- 
man Martin L. Davey, Frank L. Jones, 
John W. Clegg, Dr. George B. Van Ars- 
dall, Alfred Hurrell, Dr. S. S. Huebner, 
Dr. Lee K. Frankel, A. L. Petty, George 
H. Harris, Dr. Charles J. Rockwell, 
Ralph A. Trubey, Norman R. Hill, Alice 
Lakey, John Marshall Holcombe and 

Chester O. Fischer. 


EXPANDING IN KENTUCKY 


Owing to increased business in Ken- 
tucky, The Prudential will open a new 
ordinary agency in Louisville, which will 
be under the sunvervision of Peyton H. 
Hoge, Jr. The office began operations and 
will have as its territory the entire state 
with the exception of Pike, Floyd, Mar- 
tin, Boone, Kenton and Campbell coun- 
ties. Mr. Hoye has been associated with 
The Prudential for more than twelve 
years. His service was broken only dur- 
ing the war period, when he served as 
an officer. 


GEORGE KUHNS TABLET 


One of the points of interest in the 
new Home Office building of the Bank- 
ers Life Company, plans for which are 
now being made, will be an elaborate 
bronze tablet to be erected therein, in 
honor of George Kuhns, former. presi- 
dent of the Company, who passed away 

in January, 1926. 








HALF-BILLION 


The Western and Southern fiel 


thirty-eight years of existence. 


W. J. WILLI 








The WESTERN AND SOUTHERN’S 


The incentive of reaching the mark of HALF-A-BILLION of 
life insurance in force during 1926 has accelerated production by 


Company is now experiencing the most prosperous period in its 


The Western and Southern Life Insurance Co. 
HOME OFFICE: CINCINNATI, OHIO 


DOLLAR YEAR 


d force to such a degree that the 


AMS, President 











MATRIMONIAL ISSUE 
Clark & Sanborn of State Mutual, Bos- 
ton, Play Up Wedding Bells in Issue 
of Agency Publication 


One of the brightest of the general 
publications is “The Alarm 
Clock,” gotten out by the Clark & San- 
born agency of the State Mutual, Bos- 
ton. The current issue is devoted to the 
matrimonial activities of two of its 
avents. 


agency 


CONN. GENERAL RULING 


It has been announced that photostatic 
copies of medical examinations of other 
companies will be accepted by the Con- 
necticut General in cases of surplus busi- 
ness. The company has recently in- 
creased its limits to $300,000 ($150,000 


on term). 








53.3% 


in the Company. 








of the new business is- 
sued by The Northwest- 
ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1925 was upon 
applications of members previously insured 


Once a Policyholder— 


Always a Prospect 
THE POLICYHOLDERS COMPANY 





The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 








George Washington Life 


Insurance Company 
Charleston, W. Va. 
presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 

agents. 
The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 


South Carolina, North Carolina, 
Georgia, and Michigan. 
dress: 


ERNEST C. MILAIR 
Vice-President and Secretary 
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tions to Helpthe 
Book Increase His Income and General Efficiency 


Writing in the 


The John Hancock Mu- 
Affirmative tual Life publication, 
Mood “The Field” §E. J. 


Bigham, superintend- 
ent of the Grand Rapids agency of that 
company, has some interesting things to 
say with regard to the elimination of 
the negative element in salesmanship. 
His remarks are as follows: “There’s 
a lot in eliminating the negative in sales- 
manship. A sale is entirely a mental 
transaction; the payment of a sum of 
money being only exterior indication that 
the sale is complete. All sales should 
and do move through the four stages of 
attracting attention on the part of the 
prospective buyer, arousing his interest, 
producing a desire to buy and _ finally 
bringing about a decision to act. 

“It is good salesmanship to know when 
your prospect passes from one stage to 
the next so that no further time or ar- 
gument will be used upon it, and re- 
dcubled energy may be devoted to the 
remaining features of the sale. 

“It is an advantage to the agent tc 
secure from the prospect affirmative an- 
swers to direct questions. This gets the 
prospect into a naturally favorable frame 
of mind and makes it easier to answer 
yes to the most vital question. For in- 
stance, ‘You understand this, don’t you, 
Mr. Prospect?’ Answer, ‘Yes.’ ‘This is 
perfectly clear to you, isn’t it?’ ‘Yes.’ 
‘That disability clause is a wonderful 
feature, isn’t it?’ Answer, ‘Yes.’ ‘That 
double indemnity clause is great also, 
isn’t it?’ Answer, ‘Yes.’ You'd really 
like to have that contract, wouldn’t you? 
Answer, ‘Yes.’ Etc., etc. 

“This is what is meant by ‘getting the 
prospect in an affirmative mood.’ It’s 
making it easy and helping him to say 
‘yes,’ { 

“It is eliminating the negative from his 


system. Get the habit of doing this and 
note the improved results.” 
“ e @ 
James G. Martin, 
Prospecting assistant superin- 
For Industrial tendent of the Brigh- 
Risks ton, Mass., Agency 


of the John Hancock 
Mutual Life, writing in that company’s 
agency publication for August, gives 
some excellent hints to agents who sell 
Industrial insurance. 

“There are many ways to canvass for 
new business. While collecting in a 
house, apartment or tenement, for in- 
stance, | always call on other families,” 
he said. “After getting their attention, 
that is, after I enter the home—(for I 
don’t believe in canvassing ‘at the door’) 
I tell some of the features of the John 


FOR: 





Man With the Rate 


Hancock contract. If business is not 
closed on that call I always leave some 
of the companys’ literature and ask them 
to read it carefully and I will call again 
and explain any part of the contract to 
them. 

“It is well to systematize your debit so 
you can have certain days to Straight 
Canvass, that is, to start on a street and 
canvass every house that you do not col- 
lect in. There is no better place than 
your own debit, as the people see you in 
that district and it is much easier to get 
an interview. Always when canvassing 
be pleasant to the people and leave them 
so you may call again. 

“Each agent takes the census of the 
people on his debit and makes a can- 
vass as well of all families within the 
confines of his debit, so that we know 
the exact age, their earning power, and 
the amount of insurance carried. We 
also ascertain their exact responsibilities, 
and in this way we are able to give 
them: the kind of insurance suited to 
their needs. Thus we are always pos- 
sessed of prospects, and, through the in- 
formation at hand, we are able to lay a 


definite program of insurance before 
them, something that is made to appear 
attractive to them. We continually 


preach the doctrine to the people that 
without a certain definite insurance pro- 
gram, which they must concentrate upon 
and keep alive, they are drifting aim- 
lessly more or less.” 


If the prospect 
gives you a clue, if a 
particular feature of 
the plan has sold 
him, if you can see 
he wants it and he gives you some sort 
of a clue—he asks you who your med- 
ical examiner is; what does it cost; does 
this require a medical examination—if 
he gives you a cue that indicates de- 
sire, indicates interest that has evolved 
into desire, indicates that he is really 
reaching out after it, close him right 
there—be constantly on the lookout for 
those signals—Rochester Agency Con- 
necticut Mutual. 

* * * 


TEXAS SEEKS CONVENTION 

Texas is seeking the privilege of enter- 
taining the 1927 American Life conven- 
tion, according to an announcement made 
this week. The Texas delegation, headed 
by President Harry L. Seay of the 
Southland Life has always been active in 
American Life affairs, Seay having head- 
ed the organization in 1917-1918. They 
are of the opinion they have a chance 
to secure the meeting which is being held 

this year in Detroit. 


Watch Out 
For 
Closing Signals 





ORGANIZED 1850 


105-107 Fifth Avenue 








THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
NON-PARTICIPATING POLICIES ONLY 
Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 
HOME OFFICE 


New York City 











American Central Life 


Insurance Company 


INDIANAPOLIS 


Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 

















THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 


J. C. MAGINNIS, President 

















~ Life Insurance Renewals 


Bought from Reliable 
Agents and Brokers 


Write for appointment to 


Box 1047 tastern Underwriter 


LEADS VIRGINIA AGENTS 


Irving J. Held, of Richmond, Va., led 
all other agents of the Northwestern 
Mutual Life in Virginia during the year 
ending May 31. His reward was a 
Iree trip to New York the latter part of 
July when the fiftieth anniversary of 
the Association of Agencies of the com- 
pany will be celebrated. 























NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 














A LOYAL, EFFICENT AGENCY CORPS 


Back of the success of a life insurance company is a 
force of enthusiastic men and women in the field, following 
a vocation they like and serving a company in which they 
have confidence and pride. Their value to their respective 
communities and their own individual success stand upon 
the service their company renders to its constituent mem- 
bers—the proving test. 

The Mutual Life of New York, the first American legal 
reserve mutual life insurance company, has for eighty-three 
years met the proving test of service to its members. To-day, 
this Company’s high prestige accorded to public service and 
achievement is upborne and carried on by loyal, efficient and 
contented field workers. 

They have unsurpassed contracts and facilities to offer 
to their public—all standard forms of insurance (ages 10 
to 70) and annuities, both for men and for women; Disability 
and Double Indemnity Benefits; policy loans in branch agen- 


cies, and all other features of service the Company deems 
justified. 


They take a pride in building greatly upon a great past— 
a loyal, efficient agency corps successful for the Company 
and for themselves. 


Those who contemplate life insurance field work as a 
vocation are invited to write to 


The Mutual Life Insurance Company 
of New York, 


34 NASSAU STREET, NEW YORK, N. Y. 
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M. J. Hancel’s Letter 
On Brain Insurance 


THOUSANDS OF COPIES SENT 


Makes Entree to Offices of Professional 
Men Easy; Also Interests 
Their | Wives 


Thousands of copies of a letter on 
“brain insurance” have been sent out in 
this territory by M. J. Hancel of the 
Louis Reichert general agency of the 
Travelers. Mr. Hancel informs The 
Eastern Underwriter that the letter has 
been unusually successful. In discussing 
it he said: 

“There is no person needing insurance 
so much as a professional man, es- 
pecially judges, attorneys and doctors, 
but they are hard people to reach on a 
straight canvass. Judges are so often in 














MAX J. HANCEL 


court or inaccessible. Doctors have long 
lines of people waiting. Lawyers are so 
frequently out of their offices. We sent 
this letter to the homes instead of to 
the offices, mailing them from our office 
in the morning so that the letters were 
received in the afternoon. There is no 
secretary to intervene. 

“You might also be interested in 
knowing that we have had several in- 
quiries made by. wives of persons to 
whom the letters were addressed, who 
opened it and were interested and re- 
quested that we furnish them with the 
information reg garding it, and in several 
cases I succeeded in closing fair sized 
cases—one for $80,000, one for $50,000 
and one for $25,000.” 

The letter follows: 

Dear Mr. ———: To become after 
years of study and practice, ‘A Profes- 
sional Man’ is an honor that few men 
possess. Proud is the wife and family 
of such a man. They realize his success 
has enabled them to enjoy the good 
things of life often denied others not as 
fortunate. 

In serious moments, have you realized 
the great drawbacks the professional 
man has to contend with? When the 
time comes for the business man to 
close his books for the last time, his 
heirs, with the assistance of his old as- 
sociates, continue the business, and the 
same is true of every other vocation ex- 
cept that of the professional man. His 
family unfortunately, cannot continue on 
with his life’s work. They cannot take 


your place at the bench—in other words, 
they cannot inherit his profession, and 
when the time comes, and it surely will 





come, for the professional man to pass 
on, the income, you and your family so 
much enjoyed, ceases, Perhaps as often 
is the case, you have not given this sub- 
ject serious thought but don’t you think 
it is your duty to provide for your 
family when your income is no longer 
available ? 

Won’t you have your secretary call 
‘John 3294 and inform Mr. Hancel when 
it would be convenient for you to have 
him c all and explain just, what the new 
phrase “Brain Insurance” really means. 





FRATERNAL AMALGAMATION 

The ratification of the amalgamation 
of the Order of Canadian Home Circles 
with the Independent Order of Forest- 
ers, will take place at a special meeting 
of the Supreme Circle which was 
held in Toronto on August 10. The Or- 
der of Home Circles which has been in 
operation since 1884 has at present a 
membership of 4,500, carrying about $5,- 
000,000 insurance and has assets amount- 
ing to $1,600,000. As the result of the 
merger the assets of the Foresters will 
be increased to $40,000,000 and the in- 
surance to $160,000,000. The entire mem- 
bership of the Order of Home Circles 
will, on the consummation of the amal- 
gamation, become Foresters. The mer- 
ger will take effect September 1. 














FIRM as the 
RUGGED COAST of MAINE 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,’ whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 





























The Colonial Life Insurance Company of America 


Industrial Life Insurance— 
Especially Attractive and Favorable to the Insured. 
Ordinary Life Policies— 


All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 


Give Agents Unusual Money-Making Opportunities 


Officers 
Geo. T. Smith, Vice-President E. J. Heppenheimer, President E. C. Wise, Treasurer 
Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Secretary 
Home Office—Jersey City, N. J. 
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Interview 


A New High Record 


$616,819,393.00 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 


Accident’ - 


Counts 


Under the Missouri State Life Plan 


F Gene INTERVIEWS are profitable when 
you can appeal to every personal need of 
your prospect—Life, surplus and substand- 
ard; Accident, Health and Income Accident; 
Group Life and Group Sickness. 


The Missouri State Life multiple plan of life 
insurance selling offers you three chances of 
success instead of one—enables you to multi- 
ply the results of your daily work and thereby 
multiply your income. 


Prompt action, fair treatment and liberal un- 
derwriting rules are our policy. 





A great Company daily growing greater 


Home Office, Saint Louis 


Health - Group 
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Franklin Life Club 
Holds Big Convention 


ATTAINS RECORD MEMBERSHIP 





More Than Two Hundred and Fifty 
Agents Attend; Many Interest- 
ing Addresses 





One of the high spots in the fourteenth 
annual convention of the Franklin Life 
Agency Club held for three days a few 
days ago in Philadelphia was the at- 
tainment for the first time in Franklin 
Life history of a One Million Dollar plus 
record by a single individual for one 
year’s writing. J. Fred Ellis of St. Louis, 
general agent, was handsomely reward- 
ed for this achievement by being pre- 
sented with a check for one hundred dol- 
lars and two hundred dollars in gold. be- 
sides being elected president of the Half- 
Million Dollar Club. Mrs. Flora G. Cox 
of De Funiak Springs, Forida, was also 
presented with a gold medal containing 
three diamonds in recognition of her 
splendid work in writing the largest poli- 
cv ever written by a woman of the South. 
This policy was one for $560,000 on the 
life of a vice-president of a Southern 
lumber company. 

Another outstanding feature of the 
convention was the attainment of the 
largest number of members in the vari- 
ous clubs in the Association in the four- 
teen years of its history. and. the an- 
nouncement that for the first time since 
its foundation, the Franklin 
will issue a juvenile policy. 

Attracts Large Attendance. 

More than two hundred and _ fifty 
agents attended the convention on Mon- 
day, Angust 16, the fitst business dev, 
most of them having been present at the 
dinner on Sunde iy evening. Opening the 
Monday sessions, President H. M. Mer- 
riam extended a warm welcome to his 
associates and then reviewed the attain- 
ments of the clubs in the vear just past. 
He referred to the wonderful showing 
made by the ninety-two members of the 
One Hundred Thousand Dollar Club, the 
twenty-two affiliations of the Quarter 
Million Dollar Club and the six asso- 
ciates identified with the Half Million 
Club. He complimented the members 
for their attainments and their high rec- 
ords in the field of life insurance. He 
was followed by vice-nresident in charge 
of agencies, Josenh W. Jones. who pre- 
sented club emblems and club officers’ 
prizes, bestowing 59 emblems upon the 
members who had produced the reanired 
anotas for ratings in’ the various affilia- 
tions. 

F. R. Tordan, actuary, gave a detailed 
explanation of the new Child’s Policy 
which is about to be issued for the first 
time in the history of the Franklin Life. 
He explained the age erading from one 
fo ten years which will be featured in 
the new plan. and went on to say that 
agents wonld be ready to sell the new 
pelicv by Tanuarv 1. The minimum 
amount of the policy will be One Thou- 


Company 





Policies up to $ 


Assets 
Liabilities 
Capital and Surplus 
Insurance in Force 


INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $100. 000.00, 
with premiums payable annually, semi-annually or quarterly, and INDUST 
1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 
PeECRC as RaM RS UNRRRES CHRO CeCe EeRetceneedenenseqad secceceeees $46,562,667.40 


Seem e meee eee e eee H HEHEHE ewes eee EeEeHHEeEEeE® 


Cero e ccc ccecccccc cee ceerecececceceeecenseeseesee 292,834,191.00 
Paymient® to -PolicyhOlete. « ¢pccccccedcscccceccicceesese Scccceccoce _Seeneere 
Total Payments to Policyholders Since Organization.......+..eeeeee 39,176,371.91 


JOHN G. WALKER, President 


39,940,092.25 
6,622,575.15 











Springfield, Massachusetts 








Seventy - five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. 


would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 


During all these years this institution has faithfully maintained the spirit 
of service inaugurated at its birth. To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


They conceived an organization that 


: Organized 1851 

















sand Dollars, but the insurance is scaled 
from one to ten years, according to ju- 
venile experiences. 

Believes in Non-Medical Insurance 

Another interesting address was that 
of Dr. O. F. Maxon. on Tuesday, in 
which he told some interesting experi- 
ences which the Franklin Company had 
had in the issuance of non-medical in- 
surance. As medical director of the 
Franklin Company, he went over the 
ground of non-medical insurance as it 
originated with the Franklin Company. 
In his opinion, non-medical insurance 
had proved to be better and more profit- 
able than even medical insurance. He 
pointed out the actual facts of the Frank- 
lin Company’s experiment with non-med- 
ical insurance, and was of the opinion 
that experience had shown it to have 
aualities superior to that of medical risks. 
He also gave instances of how the com- 
pany had avoided difficulties where it 
was evident that the applicant was not a 
cafe risk. This was accomplished. he said, 
bv having the agent ascertain if the ap- 
plicant had ever been seriously ill or had 
recently been incapacitated. If so, the 
risk was examined by a doctor be fore a 
decision was given. 

One of the most inspiring talks on the 
subiect of life insurance was that given 
by Dr. S. S. Huebner, who discussed life 
insurance in relation to economics. His 
subject “The Fconomics of Life Insur- 








agents win. 


them that it pays to 


SWIMMING THE CHANN EL 


Icy waters of prejudice and tides of selfishness move in the channel 
of business which the Life Insurance man would conquer. 


Those who are successful in gaining their objectives must have 
training and skill as well as determination of purpose. 


The Lincoln National Life furnishes a complete educational course 
and field support as well as constant Home Office cooperation to help its 


Results obtained by Lincoln National Life salesmen have convinced 
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Lincoln Life Building 














The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 








Fort Wayne, Indiana 


More Than $425,000,000 in Force. 











ance and the Fitting of the Contract” 
was based upon psychology and the mo- 
tive of the risk in acquiring insurance. 
The basis of life insurance, he declared, 
is the monetary value of human life, 
based upon a man’s condition in life, his 
obligations, his surroundings and _ his 
aims in providing for the future. He was 
of the opinion that the old fashioned 
idea that a man can save his own money 
had been supplanted with the idea of life 
insurance as a protection against old age, 
infirmity and death, and the dependency 
of those who were the beneficiaries. He 
showed how economics could be applied 
to a specific plan of life insurance so 
that no deprivation would result to the 
insured, and he could thus enjoy the 
comforts of life and still save for the 
proverbial “rainy day,” or for the pro- 
tection of those who might suffer in the 
event of the insured’s death. He said 
that every person of mature age who 
looked forward to a safe future for both 
himself and his dependents should take 
out insurance as the safest method of ac- 
complishing this purpose. 


Election of Officers 


The awarding of prizes followed, and 
the nomination and election of officers. 
Prizes were awarded to Jim Goddard of 
Denver, Colorado; Kenneth Hoskins, 
Lufkin, Texas, and William Lawrence of 
Montgomery, Ala. as the three new 


members of the Half Million Dollar 
Club, the award being a gold watch. 
Four new members of the Quarter Mil- 
lion Dollar Club were awarded diamond 
studded watch fobs. They were Paul 
Borsky, Omaha, Neb.; J. A. Helms, Pon- 
tatco, Miss.; M. M. Aach, Lincoln, Neb. ; 

and Mrs. J. J. Cox. Thirty- -nine new 
members were given watch fobs as new 
title holders in the One Hundred Thou- 
sand Dollar Club. Mrs. Cox was award- 
ed the emblem of the Quarter Million 
Club. Henry Abels, vice-president, pre- 
sented renewal prizes, the first prizes 
going to C. E. Randall of Chicago and 
N. C. Boyle of Clarksdale, Miss., who 
recorded 100 per cent. renewals, each 
receiving a check for One Hundred Dol- 
lars. Fifty-nine Club Emblems were 
awarded by Vice-President Jones. 

The following were elected officers of 
the various clubs: Half Million Dollar 
Club—President, J. Fred Ellis; vice- 
president, Kenneth Hoskins. Quarter 
Million Club—President, Mrs. J. J. Cox; 
vice-president, Paul Borsky. One Hun- 
dred Thousand Dollar Club—President, 
i W. Thompson; vice-president, Levi 
oy. 

The Radio Queen 


In the Application-a-Week Club, Sec- 
retary Will Taylor, representing that or- 
ganization, urged the members to exer- 
cise constant vigilance for new applicants 
and thus win their spurs for graduation 
from the club. A noteworthy event, 
apart from the convention, was the choice 
of Mrs. O. B. Harrauff as Radio Queen 
and the excellent concert given by her 
as the organist at the Sesquicentennial 
where she performed in a radio broad- 
casting concert on the One Hundred and 
Fifty Thousand Dollar organ erected in 
the auditorium. Mrs. Harrauff was 
awarded the title of “Radio Oueen” be- 
cause of her comprehensive knowledge 
of the influence of the radio in the 
American home, covered in her essay, 
“The American Woman and Radio,” se- 
lected by the judges to receive the first 
prize. She is a talented musician as are 
her two charming daughters Helen and 
Melvera, who accompanied her, playing 
the piano, violin and pipe organ. Mr. 
Harrauff accompanied his family to the 
convention as_ representative of the 
oe Life Insurance Co. of Prince-. 
ton, ; 


Investment Story 


(Continued from Page 1) 


dollars is a large sum of money, but. if 
invested at 6% it will yield a monthly 
income of only fifty dollars. 

“Most life insurance policies have a 
loan value. This is a privilege which 
the prudent man will reserve for one 
situation only; and that is, to meet his 
insurance premiums in time of distress. 

“Endowment insurance and annuities 
represent ideal investments. 

“Tt is solely in the matter of the rate 
of interest or income to be obtained that 
investment in stocks, bonds and mort- 
gages is more advantageous than insur- 
ance. 








Pennsylvania 














opment of new agents. 


Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 


The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 


cational Supervisor, is assisting in the devel- 
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U. S. Program to 
Cut Maternal Deaths 


DEPARTMENT OF LABOR FIGURES 





Officials Say That 100,000 Infants Under 
One Month of Age Die 
{ Annually 





Pointing out that maternal mortality 
rates in the United States are among 
the highest in the civilized world, the 
Children’s Bureau of the Department of 
Labor issued a statement August 29 sug- 
gesting a nation-wide program designed 
to prevent maternal mortality and mor- 
bidity. 

The statement was based upon a report 
on maternal mortality prepared by Dr. 
Robert Morse Woodbury, former direc- 
tor of statistical research of the Chil- 
dren’s Bureau, in which are discussed 
the mortality rates in this and other 
countries and causes of maternal mor- 
tality, with recommendations for preven- 
tion of such deaths. 

The report discloses that poverty is an 
imports ant factor in maternal as well as 
in infant death rates and that color and 

nationality play a large part in maternal 
mortality. 

Pointing out that maternal mortality is 
largely preventable, the Children’s Bureau 
makes these recommendations to prevent 
the most important causes of maternal 
deaths: Effective supervision by a pub- 
lic health agency over hospitals; train- 
ing and admittance to practice of physi- 
cians, midwives and nurses, and the re- 
quirement “hat all cases must be re- 
ported as in the case of infectious 
diseases. 

The full text of the Children’s Bureau’s 
statement follows: 

A national program for the prevention 
of maternal mortality and morbidity 
throughout the United States is outlined 
by the Children’s Bureau of the Depart- 
ment of Labor in a report on maternal 
mortality made public this weck. 

Dr. Robert Morse Woodbury of the 
Bureau says that in the United States 
as a whole it may be estimated that ap- 
proximately 100,000 deaths of infants un- 
der one month of age occur every year. 
He also estimates that the total number 
of maternal deaths in the United States 
on the basis of the 1921 birth registra- 
tion area statistics is 18,281. 





GROUP POLICY TAKEN OUT 


Group insurance policies, believed to 
be the largest ever ome in Ohio, have 
been signed by 8,000 employees of the 
National Tube & Lake Terminal Rail- 
road Company, Lorain. The policies were 
for $1,000 each and aggregated $8,000,- 
000. They were sold by the Herman 
Moss Agency of Cleveland. The signa- 
tures of 75 per cent. of the employes 
were obtained through directors of the 
recently organized Employees Relief As- 
sociation. 

Under the group system each policy 
is identical and costs each employee $1 
a month, which is deducted from his pay 
envelope. The age limit is 60 and no 
physical examination is required. The 
policies are payable to the beneficiaries 
at death regardless of cause. In event 
of permanent and total disability before 
the age of 60 the employee will be paid 
$1,000 in monthly instalments covering a 
two-year period. 





WINS HOME OFFICE TRIP 


Charles G. Mills, Bankers Life sales- 
man of the Dallas, Texas, Agency, spent 
the latter part of August at the home 
office. Mr. Mills goes to Des Moines at 
the expense of Agency Manager N. C. 
Tulloss at Dallas, who for the past two 
years has offered a trip to the home 
office to the salesman of his agency pro- 
ducing the largest amount of new paid- 
for business during the last three months 
of the year. Mr. Mills has won this 
honor twice, leading the agency ~ ee 
last quarter of 1924 and d repeating in 1 





Insurance in Force...... 


dends of the mutual. 


company. 





ACACIA MUTUAL LIFE ASSOCIATION 


I Over $200,000,000 
re Over $ 16,000,000 
THE IDEAL POLICY 


The low initial premiums of the stock company, combined with the divi- 
A privilege a Master Mason cannot find elsewhere. 


RE 6c eile Gswessaweees 


. ACACIA agents place more insurance per capita than agents of any other 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 


If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 








ACTUARIAL SOCIETY FELLOW 


S. L. Booke, assistant actuary of the 
Pilot Life Insurance Company, has just 
completed examination requirements and 
been admitted a Fellow of the Actuarial 
Society of America. Membership in the 
Actuarial Society is a much coveted 
honor and is comparatively rare in this 
section of the country, the official rec- 
ords showing that there are only four 
Kellows of the Society south of Wash- 
ington and east of the Mississippi river, 
and that all four are residing in this 
section of North Carolina, three in 
Greensboro and one in Winston- Salem. 

Mr. Booke was born in England, but, 
like the other three, he was educated 
in Canada. He came to Greensboro last 
spring, the rapidly growing business of 
the Pilot Life making it necessary to 
add to the Home Office staff another 
man of his attainments. 


WEEKLY HONORS GO TO PA. 


The state of Pennspylvania carried off 
the honors when the Bankers Life pro- 
duction standing for the week ending 
August 25th was compiled. The three 
top places on the company’s weekly hon- 
or roll were held down by men from the 
Keystone state. Forest Hill, of the com- 
pany’s Philadelphia agency, was high, 
with $65,000 for the week, and C. A. 
Chambers, Harrisburg agency manager, 
and J. W. Oliver, Philadelphia agency 
manager, were tied for second place with 
$50,000 each. 





OFFICIALS LAY CORNERSTONES 


Officials of the London Life, of Lon- 
don, Ont., laid the cornerstone of the 
company’s new home office building re- 
cently, timing the celebration so as to 
make it a part of a general centennial 
celebration which took place in that 
city. The stone was laid by Dr. A. O. 
Jeffrey, president of the company. E. 
E. Reid, general manager, presided and 
read the president’s address. Other 
parts of the ceremony were performed 
by W. M. Spencer and J. G. Richard- 
son. Following the ceremony addresses 
were made by Dr. W. J. Clark of Mont- 
real; G. D. Finlayson, superintendent of 
insurance of Ontario, and Alfred J. 
Grant, president of the London Cham- 
ber of Commerce. 


What's Ahead ? 


NEGRO AND WHITE OFFICERS 

In the opinion of Federal Judge D. L. 
Groner of the Eastern district of Vir- 
ginia, an act passed by the general as- 
sembly of Virginia at its 1926 session 
barring insurance fraternals from oper- 
ating with white officers and negro mem- 
bers ‘or with negro officers and white 
members is not in conflict with provi- 
sions of the constitution of the United 
States. In holding to this effect, 
he dismissed an application for-an in- 
junction restraining Governor Harry F. 
3yrd and other state officials from put- 
ting the act into effect. The injunction 
was sought by J. K. M. Norton, attor- 
ney for the Modern Workmen of the 
World Society, Inc., of Alevandria, in- 
surance fraternal with white officers and 
ncgro members, operating in many of 
the Southern states. In rendering the 
opinion, Judge Groner announced that 
he would appoint a receiver for the so- 
ciety. Certain members of the society 
recently petitioned the court for appoint- 
ment of a receiver. 


VETERAN DISBURSEMENTS 


According to Frank T. Hines, director 
of the Veterans’ Bureau, a total of $13,- 
179,200.03 in disbursements was made by 
the bureau during the month of July for 
the payment of compensation, and a sum 
total of $16,376,962.45 was paid out in life 
insurance. In the insurance disburse- 
ments during the month the military and 
naval life insurance disbursements 
amounted to $9,834,696.67, while that for 
the U. S. Government life insurance was 
$6,542,285.78. Disbursements for com- 
pensation amounted to $2,393,208.02, for 
death claims, while the remaining amount 
was paid for disability sensed 





WHERE MONEY TALKS 


am twenty-five dollars. 

am not on speaking terms with the 
automobile dealers. 

am too small to buy a house and lot. 

am not even large enough to pay the 
rent. 

am hardly fit for a suit of clothes. 

BUT, believe me, when I go to a LIFE 

INSURANCE COMPANY, I'm 

worth a thousand dollars!—Denver 

Agency of Connecticut Mutual. 


— 


_o 
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If the answer does not satisfy, learn the advantages of a 


contract with Fidelity. 


1, Cob g-mmiget-vemmc Lomi ltlimmrebta-vos que (-t-(alc wre} 


year from Head Office lead service. ; 
Fidelity is a low net-cost Company,. operating ae forty” 


states. 


Full level net premium reserve basis. 


Over 


_ $325,000,000 insurance in force—growing rapidly. 


Write for our booklet ‘‘ What’s Ahead ?’’ 


The Fidelity Mutual Life Insurance Company 


WALTER LeMAR TALBOT, President 





PHILADELPHIA 


What Insurance Does 
For the Average Man 


BEST WAY TO MAKE HIM SAVE 





Opinion of a Writer in “The Christian 
Endeavor World”; Conserves 
His Earning Power 





George W. Coleman, director of pub- 
licity, W. H. McElwain Co., writing in 
“The Christian Endeavor World,” gives 
the following facts about what life in- 
surance does for the average man: 

“It compels him to save on a scale that 
he himself has named after due delib- 
cration. 

“It joins his savings with others in a 
co-operative investment that is big 
enough to secure all advantages. 

“It puts his savings into the hands of 
those whose business it is to know what 
he cannot know about investments. 

“It gives his earnings the safeguards 
provided by state laws affecting insur- 
ance companies. 

“It leaves him free to give his whole 
time and thought to further earnings, 
saving him all vexation and anxiety in- 
cident to the care of property. 

“It takes into consideration the uncer- 
tainties of a man’s earning power, and 
makes provision for such modifications as 
conditions may require, making sure that 
the investor gets all that he pays for, no 
matter how far he may fall short of his 
original intentions. 

“And, best of all, over and beyond its 
merits as a means of accumulations, it 
plays the role of a fairy godfather to the 
dependents who find themselves suddenly 

cast upon their own resources through 
the unexpected and premature death of 
the one who provides. 

“The easiest, safest, surest and most 
satisfactory way to save and keep on 
saving is to purchase from a tested, old- 
time, conservative insurance company 
some form of life insurance suited to 
your circumstances. 

“This is the best way to save, even 
though you have no one dependent on 
you and do not expect ever to have such 
dependents, and it is even better still for 
those who do have dependents.” 





PRUDENTIAL LOANS 

Newark, N. J., Aug. 30.—Mortgage 
loans totaling $23,042,152.50 were mauc 
by The Prudential during the month of 
July, according to a report issued by A. 
M. Woodruff, vice-president of the com- 
pany. Of this amount $11,831,402.50 was 
loaned on 2,172 dwellings and 108 apart- 
ment houses in the United States and 
Canada and $2,343,350 was loaned on 
farms in various sections of this coun- 
try. In addition to these loans on liv- 
ing quarters and farms, the company 
has been quite active in its investments 
on city properties not so classified. The 
total loans on such holdings for July 
alone was $8,867,400. In comparison with 
the records for last year, The Pruden- 
tial’s housing loans show an increase of 
more than $20,000,000. The record for 
the first seven months of 1926 discloses 
13,413 dwelling loans and 767 apartment 
loans for a total of $77,678,803.40. For 
a similar period in 1925, the company 
loaned $55,199,250, covering 9,689 dwell- 
ings and 499 apartments. 


GUESTS OF PENN MUTUAL 

Members of the baseball and tennis 
texms of The Prudential played against 
the baseball and tennis clubs of the Penn 
Mutual Life at Philadelphia last Satur- 
day afternoon. 

The Prudential men visited the home 
office of the Penn Mutual in the morn- 
ing soon after their arrival at Phila- 
delphia, and were the guests of the Penn 
men at luncheon. In the afternoon, the 
representatives of the four teams re- 
paired to the Country Club near the Lin- 
coln Highway, where the contests took 
place. In the evening the visitors were 
entertained at dinner and later attend- 
ed the theatre with their hosts. 
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Prospects Everywhere 
Says A. A. Kach, Detroit 


EVERYBODY MEANS INSURANCE 








400,000 Eradicated Yearly from High 
Schools Annually; 1,250,000 Mar- 
riages Every Year, Agents Are Told 





Discussing the subject of prospects in 
a talk before the Detroit Life Agents’ 
Convention, A. A. Koch, special agent of 
that company, says they are to be found 
everywhere. He gave a few facts to 
prove it. For instance: 


There were 2,500,000 babies born in the 
United States last year and every one of 
them is a solid reason for buying more 
insurance. Do you notice the babies 
born in families you know and are you 
getting your share of this insurance? he 
asked. Continuing he gave some figures: 


Marriage Calls for Insurance Protection 


“400,000 young people graduated from 
high school in the United States in 1925, 
and faced the world’s battles. There are 
400,000 more prospects, and then one can 
consider that when they graduated they 
only made room for 400,000 or more new 
graduates for 1926. It seems to me there 
are still a few prospects in the United 
States whom we can reach if we try to 
get them. 

“There were 1,250,000 marriages in the 
United States in 1925. That only means 
1,250,000 people took on added responsi- 
bilities with a different outlook on life, 
and made 2,500,000 more reasons for in- 
surance, 

“Now then, I have been told for ages, 
always to look on the bright side of life, 
but I believe it sometimes is advisable to 
turn the page and see what the Dark 
Side brings out, and by doing so, I find 
that 1,400,000 people died in the United 
States last year. If one followed the 
death notices alone, and entered the 
homes of the neighbors, friends and rela- 
tives, where the future is suddenly 
brought face to face with them, immedi- 
ately we find unlimited prospects from 
this source alone. 

“On the streets of our city and coun- 
try, there are, daily, a vast number of 
automobile accidents and the participants 
in each of these accidents must realize 
to a greater or lesser degree, the value 
of insurance, or must realize the lack of 
provision made for their families if such 
a thing as a fatal result should happen 
to them, and this makes lots of prospects. 

“When one considers that there are 
35,536,000 children under fifteen years of 
age in the United States, and surely is 
no reason to believe that as these chil- 
dren grow up, there will be any scarcity 
of prospects, if one goes after them. 

“Now, as to these figures that comprise 
the statistics of the United States, and 
by that we are taking in a whole lot of 
territory, so let me see just what we have 
in Detroit alone? During 1925, in De- 
troit, there were 31,830 births. There 
were at the same time, 13,686 deaths. 
Then again, we find that there were 
22,132 marriages, and there are 168,968 
pupils in our schools. Each item here 
will represent a multitude of prospects 
if properly handled. 

“The records of the Police Depart- 
ment, and Accident Investigation Bureau, 
show that in 1925, there were 332 fatal 
automobile accidents on our streets, in 
which 344 were killed. There were 9,274 
automobile accidents where people were 
injured to a greater or lesser degree and 
those injured in these accidents num- 
bered 10,888 persons. 

“Then we find that there were 14,365 
automobile accidents in Detroit where no 
one was injured sufficiently to speak of, 
but where they had narrow escapes, and 
their automobiles were damaged. So, it 
would seem as though there should be 
no lack of prospects.” 





RECOVERS FROM ILLNESS 


William H. Harrison, vice-president 
and superintendent of agencies of the. 
Atlantic Life, is back at his desk in the 
home office after being away practically 
all summer on account of illness. 


Metropolitan’s 10,000 
Policies on Fraternal 


THEY ARE FOR $500 EACH 





Brith Abraham Is Oldest Jewish Society 
in U. S.; Founded 75 
Years Ago 





One of the most interesting insurance 
transactions of the year was consummat- 
ed by the Metropolitan Life a few days 
ago when the United States Order of 
Brith Abraham decided to insure its 
members in that company. 

There will be at least 10,000 individual 
policies issued. They are Intermediate 
policies for $500 each. 

The United States Order of Brith Ab- 
raham is the oldest and best known Jew- 
ish fraternal organization in the United 
States. It is soon to celebrate its 
seventy-fifth anniversary. The president 
of Lodge No. 1, who with associates con- 
ducted the negotiations with the Metro- 
politan Life, is Alexander M. Katsky, 
whose father was the founder of the 
order. 


Statement by President of Order 


Mr. Katsky said to The Eastern Un- 
derwriter: “While we have insurance 
benefits we are primarily a fraternal and 
philanthropic order, sentiment being 
strong among members of the Brith Ab- 
raham, some of whom joined the order 
many years ago. The thought of having 
the members insured in a company so 
well and favorably known to us as the 
Metropolitan Life had a strong appeal 
and there is great satisfaction among 
our members because the arrangement 
with the Metropolitan Life was made. 

“We do considerable charity work, as 
well as standing by our members if mis- 
fortune comes to them, and even have a 
burial ground consisting of many acres. 
Some of our lodges maintain § syna- 
gogues.” 

The United States Order of Brith Ab- 
raham does not take in any new mem- 
bers who are more than forty-five years 
of age.’ At the end of last year it had 
fraternal insurance of $6,364,250 in force. 





A. E. PATTERSON AGENCY 


For sixteen months in succession the 
Alexander FE. Patterson Agency, Chi- 
cago, has paid for better than a million 
dollars of regular life business each 
month. July closed with $1,190.000, giv- 
ing the agency over nine millions for 
the first seven months of the year. This 
is an increase over the corresponding 
period of 1925 of $2,000,000 or 27%. The 
gain is attributed principally to the in- 
crease in number of cases, which fol- 
lows the same ratio, being 28% for the 
year to date. 

The second annual Educational Con- 
ference of the agency is to be held at 
Delavan Lake, Wis., on September 3 
and 4. Vice-president Frank H. Davis 
and second vice-president John A. Ste- 
venson of the Home Office, will attend. 





SUICIDE VERDICT 


In an appeal from a judgment of the 
District Court of the United States for 
the Western District of Kentucky, in 
Equitable Life Assurance Society of the 
United States, plaintiff in error, vs. So- 
phia Bell Stinnett, defendant in error, in- 
volving an action upon a life insurance 
policy, the Circuit Court of Appeals, 
Sixth Circuit, said that the presumption 
is against suicide and when, from the 
evidence, the jury might reasonably reach 
the conclusion that the facts were as 
consistent with accidental drowning as 
with suicide, the court properly over- 
ruled a motion for a directed verdict. 
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OPEN SECOND GENERAL AGENCY 





Connecticut Mutual Open Another Gen- 
eral Agency in Philadelphia; Edwin 
R. White Appointed General Agent 


The Connecticut Mutual has opened a 
second general agency in Philadelphia, 
the new headquarters being located in the 
Franklin Trust Co. building, and will be 
under the supervision of Edwin R. White 
as general agent. The territories which 
the new agency will cover include the 
counties of Bucks, Montgomery, Phila- 
delphia, Delaware and Chester in the 
State of Pennsylvania. 

The general agency now located in the 
Drexel building in Philadelphia will con- 
tinue under the firm name of Black & 
Allen. 





MADE ASS’T GENERAL AGENT 


Richard FE. Dyer, a_ successful field 
man formerly located in Hartford, Conn., 
has recently been appointed assisfant 
general agent of the Aetna Life at the 
F. L. Wells general agencv at Baltimore. 

Mr. Dyer’s experience has for several 
vears been of a varied and comprehen- 
sive nature in the field of personal 
coverage. Shortly after the war he en- 
tered the employ of the Travelers In- 
surance Company and till 1921 was 
stationed at this home office in the 
auditing and underwriting departments. 
In April 1921. he beeame a_ contract 
agent in the life, accident, and group 
denartments of the same comnany, cov- 
erine the Hartford territory. He served 
in this capacitv till 1974, when he was 
anpointed to the position of field as- 
sistant. 


SIGN MADE HIM THINK 


Alexander Serena of New Haven Says 
Keeping Policyholders Is As 
Important As Getting Them 


Alexander Serena, assistant superin- 
tendent of the New Haven office of the 
John Hancock Mutual Life, says in the 
John Hancock Field: 

“One afternoon, not long ago, while 
returning to the office, my eye came upon 
a well exposed sign in one of the hun- 
dreds of business places along the way, 
and that sign read, ‘We go far to get 
a customer—and farther to keep him!’ 

“T began to wonder how much ‘farther’ 
some of our men go to keep a policy- 
holder after they have succeeded in get- 
ting his or her name on the dotted line.” 





COLLEGE FACULTY INSURED 


Under a group policy written by the 
John Hancock, insurance amounting to 
$1.000,000 has been taken out on the fac- 
ulty of the University of Washington. 
This is believed to be the first time 
where a college faculty has been insured 
in this way. A policy has been issued 
to each member that comes under the 
plan for $5,000. 





AETNA LIFE CONFERENCE 


Close on to ninety agents and branch 
managers of the Aetna Life will meet for 
their annual conference at Hot Springs, 
Va., September 7-11. The outline of 
the program for the coming year will be 
presented by executives of the company. 
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BUSINESS OF 1925 


New Insurance..................0+e++0++++-9117,647,000 
Increase over 1924..........cccccccccececcees $13,691,000 





| Insurance in Force.......................-$857.429 816 
|] Increase over 1924..........ccccceceeeeee+++:$76,344,849 








New England Mutual Life Insurance Co. 


Boston, Mass. 
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ONWARD MARCH—1925 


Total of Paid-for Business 


-  $134,242,954 
. 157,045,211 





BANKERS LIFE COMPANY 


G. S. NOLLEN, President 
Des Moines, Iowa 



































Celebrating 


75th ANNIVERSARY 


DIAMOND JUBILEE YEAR 
Seventy-five Years of Service to Policyholders | 
New Added Features to Our Policy Contract 
Berkshire Life Insurance Co. 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


. F. H. RHODES, President 
OPENING ALWAYS FOR RIGHT MAN 


New Policy Forms 
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PROHIBITION 
A statement recently made in “The 
Insurance Report” of 
course of an article describing a discus- 
sion of Prohibition by the Medical Sec- 


Denver in the 


tion of the American Life Convention 
at a meeting held in Colorado Springs, 
has attracted wide attention. The state- 
ment of “The |Insurance Report” 
spondent at the convention, after listen- 
ing to the discussion, was that people 


corre- 


who drink bootleg liquor are “almost to 
be considered a prohibited risk!” How 
any group ‘of medical men, in or out of 
the insurance business, could give cur- 
rency to such a silly and erroneous im- 
pression passes belief. 

It is now some years since the pas- 
sage of the Volstead Act, and it is un- 
reasonable to suppose that many people 
have in their cellars or closets pre-pro- 
hibition liquor. Therefore, nearly all the 
cocktails and highballs which are being 
drunk, even in rooms of people attend- 
ing life insurance conventions, is what 
is known as “bootleg.” Most all the li- 
quid poured into glasses at clubs, cabar- 
ets and restaurants is “bootleg.” 

The Eastern Underwriter does not 
know of a single important life insur- 
ance company which bars applicants for 
insurance because they may take a drink 
occasionally of bootleg liquor. Even if 
a company had a line in its application 
reading, “Do you drink bootleg liquor ?” 
the applicant could not answer correctly 
because he does not know whether the 
liquor he drinks—if he drinks at all— 
is bootleg, or is some years old; and, 
therefore, “legal” under the Volstead Act. 
All of the corn whiskey so widely drunk 
in the South is bootleg; all of the fruit 
juice booze drunk on the farms of the 
West and East is bootleg. Ali the wines 
made from California grapes and drunk 
outside of religious ceremonies is boot- 
leg. 

It was only natural then that the edi- 
tor of “The Insurance Report” should 
have been swamped with letters calling 
his attention to the foolishness of the 
convention’s viewpoint as seen by his re- 
porter at Colorado Springs. 

In its current issue “The Insurance 
Report” calls attention to some of its 
mail in this connection, as follows: 

It is one of the stand-bys of t a 
gang %0 josh about what pte Rel She 


“typical New Yorker.” There ought to 
be little or no dispute over this. I iden- 
tify him by his attitude toward the pro- 
hibition act. That’s the surest and easi- 
est way. 

My recent comments on the views to- 
ward prohibition expressed by leading 
physicians attending the Medical Section 
of the American Life Convention recent- 
ly have provoked some mirthful gibes 
in private letters. One of them is so 
typically Newyorkesque, from a_ very 
Prince of Skoflaws, I print it herewith: 

“T just read with vast interest your 
story about the good ‘docs’ and _ prohi- 
bition at Colorado Springs. I was par- 
ticularly amused by Doctor Hoffman’s 
telegram boosting prohibition, and_ his 
dodging of the question of statistics of 
The Prudential showing that alcoholic 
deaths under prohibition are increasing. 

“And your statement that a man who 
drinks bootleg liquor is almost to be con- 
sidered a prohibited risk by all kinds of 
life insurance companies is a_ scream. 
When you say that the serious mortality 
anticipated from illicit drinking has not 
been realized, you are correct. 

“What's the use of writing about pro- 
hibition? It is on its last legs and can’t 
much longer endure, despite the efforts 
of the people of Pueblo, Riverside, Boise 
City and Salida to dictate the habits and 
morals of people in New York, Denver, 
Chicago and San Francisco.” 


THE LATE SAMUEL APPLETON 

One of the most interesting things 
about the late Samuel Appleton, who 
did so much for the cause of liability in- 
surance in this country, was that he did 
not really get launched on a successful 
career until middle age. Once embarked, 
however, on what was to be his life 
journey for several decades, the voyage 
was important and noteworthy. His real 
opportunity came when he was made 
New England general agent of the Em- 
ployers’ Liability, then a new company 
coming into America with a new type 
of insurance. Quick to recognize the de- 
mand which would grow up for employ- 
ers’ liability, he built his ship so quickly, 
solidly and intelligently that it made 
rapid progress. A man of force, charac- 
ter and mentality, his keen direction aid- 
ed the business to grow substantially in 
the right channels. 

Probably no British insurance com- 
pany has ever paid a higher tribute to 
one of its executives than the Employers’ 
Liability did to its United States mana- 
ger in naming its handsome new Ameri- 
can head office building in Boston after 
him. 

It was quite unprecedented, but an 
honor well deserved. Further testimon- 
ial to Mr. Appleton was given when the 
chairman of the board of the Employers’ 
Liability, the general manager of the 
company, and some of the directors made 
a special trip to this country for the ded- 
ication of the building. It was a matter 
of regret that Mr. Appleton’s ill health 
prevented him from participating in the 
dedicatory exercises, or even visiting the 
building when the distinguished British- 
ers were here. But the significance and 
whole-heartedness of the event must 
have cheered his declining days. 











OPENS ADJUSTING OFFICE 


Frank V. Cooper, formerly special 
agent of the National Board of Fire Un- 
derwriters serving on the committee of 
adjustments and on the committee on in- 
cendiarism and arson, has severed his 
connection with the National Board and 
opened an office at 123 William Street 
for the purpose of adjusting losses for 
insurance companies and making insur- 
ance investigations. 








The Human Side of Insurance 

















Hon. Joseph P. Tumulty, former sec- 
retary to late President Wilson, and 
James J. Hoey. 


James J. ities of Hoey & Ellison and 
Hoey, Ellison & Wendt, Inc., has been 
vacationing at Lake Placid, N. Y. While 
there he had a conference with Joseph 
P. Tumulty, former secretary to Presi- 
dent Woodrow Wilson. It is said that 
the subject of the conference was the 
advisability of Governor Alfred E. 
Smith as the Democratic nominee for 
President in 1928. Mr. Hocy is one of 
the most influential men in New York 
political life and was manager of the 
compaign staged by Governor Smith’s 
friends in the presidential nomination 
of 1924. . 

Mr. Hoey’s first contact with insur- 
ance was as a broker. He later became 
a member of the legislature and deputy 
superintendent of insurance. He re- 
signed from the Insurance Department 
to become affiliated with the Continental 
Fire Insurance Co., eventually becoming 
vice-president of that company. With 
Sennett Ellison he formed the firm of 
Hoey & Ellison which does a large 
business in fire and casualty insurance, 
being one of the leading agencies of the 
city. Because of the wide acquaintance 
of Messrs. Hoey and Ellison and the 
opportunities to extend their insurance 
business along many lines they also be- 
came general agents of a life insurance 
company, later changing to the Equit- 
able Life Insurance Co. of Towa as 
general agents and took into partnership 
in the life insurance division of the busi- 
ness, Paul R. Wendt, formerly of Phi- 
ladelphia. ; 

Hoey, Ellison & Wendt, Tne., have 
been unusually successful in life insur- 
ance and their agencv leads the country 
for the Equitable of Towa. 

* ok Ok 

Alfred W. Domingo, of the Standard 
Life of Calcutta, and a native Indian. re- 
siding at Calcutta, was a visitor to New 
York last week on his wav around the 
world. Mr. Domingo, who is greatly in- 
terested in insurance education. visited 
the Insurance Society of New York and 
was told of its proeress bv Miss Maude 


Inch and Edward R. Hardy. 


J. R. Warner oe nied as manager 
of the Trish Free State for the Phoenix 
of London and the London Guarantee & 
Accident after forty-seven vears of ser- 
vice with the former companv. A valu- 
able violin was presented to Mr. Warner 
by the Phoenix staff in Fneland and a 
handsome bac to Mrs. Warner, Mr. 


Warner has been succeeded by R. How- 
ard Bolton, his colleague for many years. 


Dr. George Parker, medical director 
of the Peoria Life, is making a tour of 
the world. His first destination will be 
Gothenburg, Sweden, whence he will de- 
part for a tour of the fjords of Norway 
and some of the principal Norwegian 
cities. He will spend some time in 
Stockholm, Sweden, and Copenhagen, 
Denmark, in medical studies. He will 
then go to Scotland, tour the British 
Isles, and devote some time to study in 
London. From London, Dr. Parker will 
go by airplane to Paris, where he will 
engage in further study. This will be 
followed by a visit to Southern France 
and Spain, and a voyage through the 
Mediterranean, stopping at the various 
interesting Mediterranean port cities. 
After a stay in Cairo, Egypt, the party 
will visit the Holy Lands, then sail 
through the Red Sea to India. China, 
Japan, and the Philippines will next be 
visited. From Manila Dr. Parker will 
embark for the homeward trip across the 
Pacific, breaking the voyage at Hono- 
lulu. 

+ oe oe 

Stratford Lee Morton, general agent 
of the Connecticut Mutual at St. Louis, 
was elected president of the 87th annual 
convention of Beta Theta Pi Fraternity, 
which was held recently at White Sul- 
phur Springs, West Va. This is the 
first time in the history of the fraternity 
that such an honor has been bestowed 
upon a graduate of a college west of the 
Mississippi. Mr. Morton was also 
honored by being elected one of the 
trustees of the fraternity, there being 
but three trustees in all. This fraternity 
was founded in 1839 at Miami, Ohio, and 
has an enrollment of over 30,000 mem- 
bers and has & chapters in the leading 
universities and colleges in this country. 


Ernest D. Finch, manager for the Mis- 
souri State Life in New Jersey and 
prominent in association activities there, 
was elected second vice-president of the 
Trenton Life Underwriters Association 
last week. 

a ae 

Vincent Richards of the Equitable 
Life Assurance Society was defeated in 
a tennis game by William T. Tilden at 
Rye, N. Y., on the courts of the West- 
chester-Biltmore Country Club a_ short 
time ago. 

kK OK 

Jesse S. Phillips, president of the Great 
American Indemnity, will be back at his 
desk on Monday after a trip to the Pa- 
cific Coast to arrange for a departmen- 
tal branch office . there. 

+e 

W. E. daMation, general manager of 
the National Board of Fire Underwriters, 
who has been on vacation for several 
wecks, was in Honolulu on August 17th. 


Cecil F. Shallcross, United States man- 
agerager of the North British & Mer- 
cantile, returned this week on the Ber- 
engaria from his trip to Europe, where 
he spent several weeks in France, Bel- 
gium and other countries on the Contin- 
ent vacationing with his family. Mr. 
Shallcross says he relegated insurance 
to the background and devoted his time 
to golf, traveling and other diversions. 


Miss Mable Swerig, librarian of the 
New York Isurance Society, returned 
this week from a month’s vacation spent 
mostly in Canada. Miss Swerig visited 
Montreal, Quebec and Toronto among 
other places. 

* * 

C. H. Holland, president of the Inde- 
pendence Indemnity and the Independ- 
ence Fire, is on his way home from 
abroad. He is expected back at the com- 
pany’s office in Philadelphia in a few 
days. 

ss & 

The Reserve Loan Life will issue to 
Juvenile Endowment at age 85, payable 
in 20 annual payments. 
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Agents Protest Beha’s 
Rulings on Refunds 


CALL IT MONUMENTAL’ TASK 
Sczy Public Will Resent Payimg Addi- 
tional Premiums; Beha’s Reply 
Insists Move Is Just 


Superintendent James A. 
Beha of New York and local agents in 
this state are engaged in a letter-writing 
duel about a ruling of the Insurance De- 
purtment to the effect that assureds must 
be allowed to cancel pro rata fire policies 
on which rate reductions have been made 
through the installation of new rate 
schedu'es. Superintendent Beha con- 
tends that policies will be cancelled ane 
rewritten at the new rate only upon re- 
quest of assureds, while the agents con- 
tend they will be burdened with a great 
task of going over all their policies and 
paying back or collecting small addi- 
tional sums from their clients, depending 
on whether the application of the new 
schedule calls for a reduction or increase 
in rate. 

Under the standard policy the assured 
my cancel only short rate. -In the event 
of increase in the hazard the assured is 
ob iged to inform the company and thus 
enoble it to collect the extra premium on 
existing policies. Failure so to notify 
the company voids the insurance. There 
is no provision in the standard policy for 
reducing the rate for reduction of haz- 
ard, but it has been the practice in the 
business to permit a pro rata reduction 
in rate for reduction in hazard, and this 
his been the rule of the rating organiza- 
tions. 

‘But notwithstanding this rule and 
practice,” Supt. Beha says in a letter to 
one agent, “the Rating Organization has 
attempted in some portions of the state 
to prevent the pro rata cancellation and 
rewriting of policies when the applica- 
tion of new schedules resulted in a lower 
rating, even in some instances where the 
lower rating may in part have been due 
to a reduction in hazard. 


Will Not Compel Rewriting 


Insurance 


“If the information is being broadcast 
that this department will compel the 
companies to cancel policies and rewrite 
at the higher rates, such information is 
f oA malicions. 

“Furthermore, if the agents are being 
stirred up through fear that they will be 
subjected to an ‘enormous volume of 
work’ if the ruling be made effective. 
then I would simply call to your atten- 
tion that the policyholder, under the in- 
surance contract, is permitted to cancel 
His pouty at aay tue at snort rates 
without being required to rewrite same 
in the same agency or in the same com- 
peony and I am quite unable to perceive 
that a pro rata cancellation imposes more 
work upon an agency than a short rate 
cancellation. But even if the ruling did 
“9 gi more work upon the local agents 

I do not wholly understand why the in- 
terests of the agent should be permitted 
to outweigh the just rights of the policy- 
holders who confide their business to 
him and who rely upon him to secure 
for them their just rights.” 

Ward H. McPherson, of Buffalo, presi- 
dent of the New York State Association 
of Local Agents, last week wrote a pro- 
testing letter to Superintendent Beha in 
whict 1 he said in part: 

“Naturally, in nearly every case the 
individual fire rate was either increased 
or decreased, and the Rating Organiza- 
tion justly and properly ruled that where 
the changes were due solely to the ap- 
plication of the new schedules and not 
to any change in the hazard involved, 
the assureds, as regards existing poli- 
cies, should be neither rewarded or pen- 
alized, but, where the inspection showed 


_there 1s 


improvements in the physical condition, 
rebates were in order. 

“If, as proposed by your ruling, the 
insurance companies are required to re- 
fund on risks where the rate is reduced 
solely by the application of the new 
schedule, they will, of course, be entitled 
to collect additional premiums where the 
new schedule rate reflects an increase. 
As this can be done only by cancelling 
and rewriting at the new rate, you will 
appreciate not only the vast amount of 
work involved, but the disturbance that 
will be caused to every large property 
owner as well as to banks and to others 
holding insurance policies in connection 
with mortgages and loans. 


Fears Public Reaction 


“Insurance companies and agents will 
surely be accused of bad faith if placed 
in the, position of being obliged to recall 
and collect additional premiums on con- 
tracts already made because of rate 
changes due only to the application of 
the new schedules and not to changes in 
physical conditions, and we do not want 
to be compelled to explain that such ac- 
tion is required by or at least consistent 
with a ruling of the Insurance Depart- 


ment. 
“We know, of course, that your ruling 
of July 13th was promulg ated in good 


faith and with the idea of benefiting the 
general public, but feel equally certain 
that you did not fully appreciate all the 
many points involved. We submit that 
no public demand for such 
change. It is not the policyholders who 
might receive a few cents rebate who 
will be greatly interested, but the thou- 
sands of policyholders who will be re- 
quired to pay additional premiums be- 
fore the expiration of existing contracts 
will be most severe in their criticism of 
the Department and the whole institu- 
tion of insurance, 

“During the period that 
being rerated under the new schedule, 
the rule of the Buffalo Division of the 
Rating Organization regarding such new 
rates read ‘Not applicable to existing 
contracts.’ This prohibited the collec- 
tion of additional premiums as well as 
refunds on risks that did not involve 4 
change of hazard. ‘This was entirely 
proper and we concur in the thought that 
the rule of other divisions of the Rating 
Organization should conform to that 
principle. With that possible exception, 
however, and as representing the organ- 
ized insurance agents of New York State, 
we sincerely trust that you will recon- 
sider the matter and permit the present 
practice to continue. 

The controversy arose out of order of 
ic Insurance Department on July 13 to 
iscontinue the following rule: “Neither 

bates nor pro rata cancellations may 
ve made on policies issued prior to (date 
of tariff) to take advantage of the rates 
in this tariff.” It is said that the insur- 
ance companies have already protested 
the ruling. 

The New York Fire ‘Insurance Rating 
Organization informed agents of the rul- 


Buffalo was 


Small Hat Fad Caused 
Increased Loss Ratio 


MILLINERY TRADE IN SETBACK 





Believed Growing Popularity of Larger 
Hats Will Help, New York Losses 


Show Increase 





There has been a decided increase in 
fire losses in Greater New York, ac- 
cording to adjusters of local companies. 
During the past few months there have 
been humerous fires which have resulted 
in heavy losses in the millinery line. 
During June and July there were over 
twenty-two fires in this particular trade, 
which, in the opinion of adjusters, is a 
record never equalled in the time of fire 
insurance companies. Because of the 
small hat and other reasons the mil- 
linery trade has suffered a bad season. 
Some of the losses looked dubious but 
nothing to corroborate suspicions was 
found on examination. Fashion dictates 
larger hats and that helped some in 
August and this month in making the 
millinery people more cheerful. 

Men’s shirt factories and women’s 
wearing apparel in loft buildings had a 
large burning ratio. 

Fur Losses Drop 

There has been a decided drop in fur 
fires during the past few months but 
the cause of this suddent decrease re- 
mains a mystery to insurance men. 
Some are of the opinion that it is due 
to the vigilant committee which was or- 
ganized last May, while others are of 
the opinion that it is due to a backward 
season and the strikes. 

The figures of the New York Board of 
Fire Underwriters show that for the 
first six months of 1925 there was a net 
loss of $10,492,680.97, while for the same 
period in 1926 losses amounted to $11,- 
750,047.08, showing an increase of nearly 
12%. 


ADOPTS CARD SYSTEM 


The Philadelphia Suburban Under- 
writers’ Association has adopted the 
method of the card system of announc- 
ine to the members of the association 
data relative to surveys, rates and 
changes in the rules, which have hither- 
to been communicated to members by 
bulletins. The old system of bulletins 
will be discarded for the improved 


method of cards convenient for filing 
and indexing for reference. 
Important amendments to the rules 


and regulations of the Suburban Under- 
writers’ Association have recently been 
promulgated, one of which is a new sec- 
tion of the rules directly covering “vio- 
lations of rules and rates,” and providing 
penalties if the violations go uncorrected 
for a specified time. 








ing to refund on policies where rates 
were reduced by the new schedule and 
to collect on policies with higher rates. 
Agents were advised by their organiza- 
tion to protest to Supt. Beha the diffi- 
culty of collecting additional premiums 
on contracts already made, where there 
was no increase in the hazard. 











STANDARD 


INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 


Head Office: 45 John Street, New York 
G; Z: DAY, Vice-Pres, and Secretary 





CAPITAL . 

PREMIUM RESERVE . : 
OTHER LIABILITIES . : 
NET SURPLUS : ‘ : 
TOTAL ASSETS. ‘ , 





Statement December 31, aie 


$1,000,000.00 
“ 610,292.51 
135,010.00 
1,251,747.80 
2,997,050.31 


. . . . 







































































Issuing a 
policy in The 
Home of New 
York is hit- 
ting the bulls- 
eye of insur- 
ance protec: 
tion. 
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Canadian Dep’t Heads 
To Meet at Victoria 


CONVENTION SEPT. 21 TO 24 

Committee Reports Will Deal With 

Wide Variety of Legislation; Charles 
Heath President 








The Superintendents of Insurance of 
the Provinces of Canada have submitted 


the preliminary program for their ninth 
annual convention to be held September 
21-24 at the Empress Hotel, Victoria, B. 
C. Charles Heath, superintendent of 
Manitoba, is now president of the As- 
sociation, with Henry Brace, Alberta, 
vice-president and R. Leighton Foster, 
Ontario, secretary-treasurer. 

The program for the convention fol- 
lows: 

Tuesday, Opening Session, 3.30 P. M. 

Chairman—Mr. Heath, President of the As 
sociation. 

Presentation of distinguished visitors and ac 
credited representatives of insurance interests. 

ar suey of Welcome—Hon. A. M. Manson, 

C., Attorney-General of British Columbia. 
His Worship Mayor Pendray, of Victoria, B. C. 
ply—Mr. Foster. 

a8 hes Address—Mr. Heath. 

Annual Report of Secretary—Mr. 

Introduction of Resolutions— 

Wednesday, Morning Session 

Agents’ Licensing Legislation—Review of new 
enactments in British Columbia, Alberta, On- 
tario and Nova Scotia, and of problen: s of policy 
and administration generaily in connection with 
agents’ qualification laws.—British Columbia. 

Uniform Annual Statement Blanks—(a) Modi 
fied Life; (b) Modified other than Life; (c) 
Modified Fraternal; (d) Insurers other than 
Life.—Ontario; Manitoba. : 

Hail and Tornado Legislation—Review of new 
enactments and reports in furtherance of resolu- 
tions “G” and “H,” 1925 Conference.—Alberta. 

Reciprocal of Inter-Insurance Exchanges— 
Review of new legislation in furtherance resolu- 
tion, “I,” 1925 Conference.—Saskatchewan. | 

Uniformity in Policy Forms (A_ Special 
Problem)—Ontario. . : ; 

Central Deposit Legislation—Review of new 
enactments by British Columbia, Alberta, Mani- 
toba and Ontario and of problems of administra- 
tion concerning.—British Columbia. 

ominion and Provincial Legislation (1925- 
26)—General Review by the Secretary; Oral 
reports by provinces. 


Foster. 


. Life 

Application of Phe sa and Sickness Legis- 
lation to Casualty Benefits in Life Contracts— 
In furtherance Report No. 5 and_ resolution 
“E,” item 4, 1925 Conference.—British Colum- 
bia. 

Assessment Plan—Life Insurance Clubs—Re- 
view of present situ ation in furtherance maeeet 
No. 9 and resolution “J,” 1925 Conferen 
Alberta. 

Legisiation 
(Dominion) 
tion enacted 
mendations 
CBlumbia. 

Deposits by Fraternal Societies—Review new 


Part II.—Insurance Act, 1917 
-Reviewing new provincial ‘legisla- 
and proposed concerning; recon~ 
looking to uniformity. — British 


British Columbia and Alberta legislation con 
cerning.—Ontario. 

Ill. Fire 
Legislation—Reviewing promulgation ‘Asso 
ciation” form of statutory conditions; new 


legislation; generally in furtherance Report No. 
4 and resolution “D,” 1925 Conference.—Sas- 
katchewan. 4% 

Underwriters’ Agencies 
lution “K,” 1925 Conference. 
bia. 


In furtherance reso- 
British Colum- 
IV. Casualty 


-In further- 
“iE,” 1925 


Accident and Sickness Legislation 
ance Report No. 5 and _ resolution 
Conference.—British Columbia. 

Automobile Insurance Legislation—In further- 
ance Report No. 1 and resolution “A,” 1925 
Conference; new legislation.—British Columbia. 

Wholesale Automobile Insurance.-—Ontario. 

“Casualty Insurance in Canada,”—V. Evan 


Gray, Esq., Chairman and Counsel, Canadian 
Casualty Underwriters Association, Canadian 
Automobile Underwriters Association. 


Thursday, Morning Session 
Consideration of committee reports in follow- 
ing order— 
Address——*‘Recent 
ministration of the 
Foster. 


Developments in the Ad 
Ontario Rating Law,’’—Mr. 


Friday 


Further consideration of Committee Reports 
and Election of Officers. 


LONDON FIRMS MERGE 


Two prominent London insurance 
firms have recently merged their busi- 
ness. Sedgwick, Collins (Agencies), Ltd., 
of London, have taken over the business 
of B. A. Cater & Co., and all of the fu- 
ture business of the latter firm will be 
handled by Sedgwick, Collins (Agencies), 
Ltd. Both of these agencies occupy im- 
portant positions in the insurance and 
reinsurance market. 


7 











O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 





W. M. CROZER, Secretary 1 











ENTERTAINMENT PROGRAM 





Three. Nights of run rrovided for Deie- 
gates of National Association 
at Atlantic City 

The entertainment committee of the 
Auantic City convention wus month o1 
the National Association of Insurance 
Agents has provided amusement and di- 
version lor every evening during the 
meeting. tlarry L. Godsnall, chairman 
of the Committee, says that the get-to- 
gether dinner anu entertainment will be 
neid Luesday evening, September 21, in 
tne Kenaissance Koom ot the Hotel Am- 
bassagor, LIS Wil be 1UMOWEU Dy Gallc- 
ing. 

uu Wednesday evening, all the con- 
vention delegates will adjourn to Steeple- 
chase Vier, the “iunny piace” of Atian- 
tic City. Un ‘Lhursaay evening, the en- 


tertainment will consist of “A ‘Irip 
‘Through the Canadian Rockies” in the 
Pompeian Grill ot the Ambassador. 


‘There will be vaudeville, 
and other surprise entertainment. Sev- 
eral trips have also been provided for 
the ladies to take place while the busi- 
ness meetings otf the convention are in 
session, 


novelty stunts, 


NOW AT. LAKE COMO, PA. 


Miss Carolyn Brown of the Fire In- 
surance Society of Newark, left last 
week for a few weeks vacation which 
she will spend at the Gilclint Hotel, at 
Lake Como, Wayne County, Pa. 


HOADLEY ON FISHING TRIP 


Just how many fish were caught, who 
caught the largest number and what the 
prizes were remains a mystery, but out- 
side of that everybody had a good time 
at the outing ot the Board Street As- 
sociation of Newark, which was_ held 
last week at Forked River, N. J. 

Previous to the fishing, a_ business 
meeting was held to make arrangements 
for a meeting on October 15, at which 
State Motor Vehicle Commissioner W. 
L. Dill will be the principal speaker. 
This was followed by a shore dinner to 
make sure that none of the members 
would not get “hungry or wet” waiting 
for the fish to bite. 

Frederick Hoadley, secretary of the 
American of Newark, was one of the 
successful fishermen. 





FINDS MANY VIOLATIONS 


Some interesting discoveries are being 
made by the examination committee ot 
the New York Fire Insurance E xchange, 
as its (work progresses. It was learned 
last Saturday that the examiners re- 
cently completed their investigation of 
a prominent office. Their report, cover- 
ing one month’s writings, comprises 
eighty- ~Six pages of violations. The ex- 
aminer’s report upon another large office 
had thirty-eight pages of violations, but 
it is stated that most of these are unim- 
portant. Both reports have been sub- 
mitted to the arbitration committee. 














$ 5,800,834.29 





$ 4,872,321.76 











ASSETS 
$21,285,738.13 


$ 4,478,484.10 
$ 5,508,164.57 


$ 915,931.65 


$ 6,564,842.84 


TOTAL OF ASSETS 


$49,426,317.34 


NEWARK, N. J. 


CHICAGO, 


LOYAL TO FRIENDS AND TO LOYAL AGENTS, LOYAL 


NEAL a President 
- H. HASSINGER, Vice-President 


Statements—January Ist, 1926 


JOHN KAY, Vice-President 
WELLS T. BASSETT, Vice- President 


Organized 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK 


SURPLUS 
CAPITAL LIABILITIES NET SURPLUS POLICYHOLDERS 
$5,000,000.00 $9,955,309.55 $6,330,428.58 $11,330,428.58 


Organized 1853 


THE GIRARD F. & M. INSURANCE COMPANY 


$1,000,000.00 


$3,461,203.02 


$1,339,631.27 


Organized 1854 


MECHANICS INSURANCE COMPANY 


$ 600,000.00 


$2,971,049.18 


$ 907,434.92 


Organized 1866 


$1,000,000.00 


NATIONAL-BEN FRANKLIN FIRE INS. COMPANY 
$4,071,227.38 


$ 436,937.19 


Organized 1886 


CAPITAL FIRE INSURANCE COMPANY 


$ 300,000.00 $ 


72,839.60 


$ 543,092.05 


Organized 1871 


SUPERIOR FIRE INSURANCE COMPANY 


$1,000,000.00 


$3,197,308.18 


$ 675,013.58 


Organized 1870 


$1,000,000.00 


PHILADELPHIA, PA. 


Western Department 
ILLINOIS 


H. A. CLARK, Manager 


CONCORDIA FIRE INSURANCE COMPANY 
$4,763, 794.03 


TOTAL OF LIABILITIES 


$28,492,730.94 


HEAD OFFICES 
PITTSBURGH, PA. 
DEPARTMENT OFFICES 


$ 801,048.81 


MILWAUKEE, WIS. 


Pacific Department 
SAN FRANCISCO, 


LOYAL TO FRIENDS AND TO LOYAL AGENTS, L LOYAL | 














$ 2,339,631.27 
$ 1,507,434.92 
$ 1,436,937.19 
$ 843,092.05 
$ 1,675,013.58 


$ 1,801,048.81 
TOTAL NET PREMIUMS 


$22,498,413.63 


CONCORD, N. H. 


CA... 
W. W. and E. G. POTTER, Managers 
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Chattanooga Foursome 
Finishes 1926 Season 


ORIGINAL GROUP IS’_- INTACT 
G. T. Amsden, C. D. Mitchell, W. C. 
Bagg and W. E. Day, N. Y. Local 
Agents, Paired Off Since 1922 





In March, 1922, there were many kin- 
dred spirits gathered at the mid-year 
meeting of the National Association of 
Insurance Agents at the Signal Moun- 
tain House, Chattanooga, Tennessee. The 
meeting was largely attended by agents 
fiom all sections but the executive ses- 
sions fortunately did not take up the 
time of all in attendance and the famous 
hospitality of the southland combined 
with the beauties of nature and the brac- 
ing mountain air all tended to make the 
occasion an enjoyable one. 

A group of agents (shown in the ac- 
companying photograph) reached the de- 
cision late one night that they should try 
out the golf course, which lay but a sort 
distance from headquarters. 


The following morning they played the 
course, paired as follows: G. T. Amsden, 
of Rochester, and C. D. Mitchell of Syra- 
cuse, vs. W. C. Bagg, of Rochester, and 
W. E. Day, of Syracuse. Several matches 
were played before the convention finally 
adjourned and thus was formed the great 
“Chattanooga Foursome,” which is well 
it not favorably known in various sec- 
tions of the North. 

Starting in 1922, four thirty-six hole 
matches have been played each season 
at various clubs always with the original 
pairing, Amsden and Mitchell vs. Bagg 
and Day. 

The photo shows this unique outfit just 
after finishing the morning round of 18 
holes at the Bellevue Country Club at 
Syracuse, N. Y., on August 24 of this 
year, with 18 holes more to go in the 
afternoon. On the day following on 
which this photograph was made, the 
final game of the season - played on 
neutral ground at Rome, , for 3% 
holes. 





INSURANCE AUDITOR DROWNS 


John W. Cowan, 30 years of age, an 
auditor for the Hartford Insurance Co: 
of 15 William Street, New York City, 
was seated in a canoe, near Avon, N. J, 
when a sea puss suddenly swung his 
canoe around, and upset it. Cowan was 
thrown into the water and his body was 
swept into the sea. He is survived by 
his wife and two young children. 





LANDS EIGHT-POUND FISH 

While angling in the Cowpasture river 
for small-mouthed bass, Colonel George 
B. Jennings, veteran state agent in Vir- 
ginia for the Royal, landed a channel 
cat fish weighing eight pounds, two 
ounces. He writes Richmond friends 
that this is the largest fish ever pulled 
from that mountain stream and that he 
is quite proud of his feat. 


BADGE CUT COPYRIGHTED 

“The Post Magazine” in London does 
not run many pictures. It did run a 
drawing of the official badge for presi- 
dents of the Chartered Insurance Insti- 
tute of England and copyrighted the 
same. This was the illustration of the 
badge which was printed in the “Big 
Bill” page of The Eastern Underwriter 
a few wecks ago. 

Editor Charles H. Jackson of the Post 
Magazine informs ‘The Eastern Under- 
writer: “We had great difficulty in ob- 
taining the drawing and at great expense 
had the sketch copied and the block 
made.” 

Evidently artists and engravers are 
highly paid personages in England. 


APPOINTED SPECIAL AGENT 


Crum & Forster have announced the 
appointment of William L. Egel as spe- 
cial agent in Kentucky and Tennessee, 
to assist Special Agent R. O. Meserole. 
Mr. Egel left this week for Louisville 
where he will have his temporary head- 
quarters. He will take up his new duties 
on September 1. Mr. Egel has for the 
last five years been an underwriter in 
Crun. & Forster’s home office, handling 
Kentucky and Tennessee business. 





KENTUCKY AGENTS MEETING 

The Kentucky Fire Underwriters As- 
sociation will hold its first meeting of 
the 1926-27 season at the Kentucky Ho- 
tel, Louisville, on September 7. 








C. D. Mitchell G. T. Amsden 


EDWARD C. ELLIS DIES 

Edward Carlton Ellis, for years well 
known among local agents in New York, 
died last week at Amityville, L. I, from 
a complication of diseases. He entered 
insurance with the Greenwich Insurance 
Co. and later went with T. Y. Brown & 
Co. After several years with that agency 
he joined the Great American, and at 
the time of his death was identified with 
the office of William Sohmer & Co. as 
a solicitor. 


SIR HENN IN CANADA 


Sir Sydney Henn, chairman of the 
Victory of London, is now visiting 
Canada, whence he will go to Australia, 
India and East Africa. He is a member 
of the Empire Parliamentary Associa- 
tion. 





Rub: “Sharp’s baby is only eighteen 
months old and can talk.” 

Dub: “Well, that is to be expected. 
The baby’s father is an insurance agent 
and its mother is a club woman.”—Naic 








W. C. Bagg Warren E. Day 


KELLE AGENCY INCORPORATED 

The John J. Kelle Agency of 367-373 
Fulton street, Brooklyn, has been incor- 
porated recently under the title of John 
J. Kelle, Inc. The following persons are 
officers of the new corporation: John J. 
Kelle, president; Walter E. Kelle, treas- 
urer, and Gerard J. Irving, secretary. 
This agency has been in business for 
about six years. It represents a strong 
line of casualty and fire companies and 
is well known to the Brooklyn brokers. 

KURTH GOES TO EUROPE 

Wilfred Kurth, vice president of the 
Home, sailed last week for Europe where 
he will spend his vacation. His family, 
who have been touring the continent for 
some time, will meet him in Holland and 
they will travel together for several 
wecks. 


The Keatecks Fire Prevention Asso- 
ciation will hold its next meeting and 
inspection at Hopkinsville, Ky., on Sep- 
tember 23. 


E. J. PERRIN, JR., PROMOTED 





Made Company Secretary of Automo- 
bile; Is Head of Inland and Ocean 
Marine Dept. 

J. Perrin, Jr., secretary of the in- 
iia and ocean marine departments of 
the Automobile of Hartford has been 
elected a company secretary by the 
board of directors. Mr. Perrin joined 
the Aetna Affiliated Companies in 1914, 
and at once was given charge of the 
underwriting of miscellaneous lines at 
the Automobile’s New York headquar- 
ters. He later became manager of the 
inland marine department at that branch, 

In 1920 Mr. Perrin was transferred 
to the home office for the purpose of or- 
ganizing the inland marine department, 
of which he was made manager. Having 
displayed ability in forming the new de- 
partment, he was elected department 
assistant secretary in 1923. His election 
to the office of department secretary oc- 
curred two years later. Mr. Perrin was 
born at Plainfield, N. J. in 1887. He 
began his insurance career with the New 
York Fire in 1905, later joining the well 
known insurance firm of Weed & Ken- 
nedy. 


ADHERES TO SINGLE. AGENCY 


I W. Clintsman, manager of the Rich- 
mond, Va., branch office of the Aetna 
Life and Automobile, has been elected 
to membership in the R.ehmond Insur- 
ance Exchange. This means that the 
Automobile has agreed to conform to 
the local board’s single agency rule and 
that its sub-agents in Richmond will be 
classified as solicitors and will receive 
a maximum commission of 10%, without 
right to hold membership in the local 
board. 


ASSOCIATE GENERAL AGENT 

The Massachusetts Mutual Life an- 
nounces the appointment of Walter W. 
Barrow as associate general agent for 
the company in Virginia. Mr. Barrow 
was general agent for the New England 
Mutual Life in Virginia for several years. 
He will be associated with Charles B. 
Richardson, who has been general agent 
for the Massachusetts Mutual Life for a 
number of years in Virginia, with head- 
quarters in Richmond. 





FIGHTS FIRES 56 YEARS 


Chief Al Braithwaite of the Harrison- 
burg, Va., volunteer fire department, 
died last week, aged 71. He started his 
fire fighting career at the age of 15. He 
was hailed as America’s oldest fire chief 
in point of service. At his special re- 
quest he was buried in his red-shirted 
fireman’s uniform. 





WRITES LARGE RAIN POLICY 

The Pennsylvania Fire has issued a 
notable rain insurance policy, amounting 
to $100,000 covering the national airplane 
races at the Sesqui-Centennial at Phila- 
delphia, September 4-11 inclusive. The 
volume of rain cover all over the coun- 
try for the three-day holiday, September 
4-6, is astonishingly large. 
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Quantity aiid Quality 
For Defense 


ONSIDER the question this way—Would you have any doctor perform a delicate opera- 
tion on yourself or a loved one? Do you think every attorney capable of successfully 
defending you in a personal injury case? The first asia you will undoubtedly an- 

swer by saying you would get a Specialist—a surgeon 











highly skilled in performing the particular kind of oper- 
ation needed. The second question you might not be so 
sure about, but the need for a Specialist would be just | N SU RE’S 
as great as if you wished to avoid the payment of exces- ™ ° 

sive damages even beyond the limits of insurance ordi- OBSERVATIONS 


narily carried. 


The identical phrasing in the policies of two insurance 
companies can have entirely different meanings. When 
things come to an issue then the personal equation en- 
ters and skillful handling or fumbling means money 
saved or money lost. 





The Legal Department of the London Guarantee is 
highly efficient. For many years this department 
has been developing a national claims organization that 
is unexcelled. Personal injury cases are handled know- 





Men are sometimes 





ingly and in a manner that gives the policyholder an Like that 
added margin of safety. This is quality in insurance— A hungry dog chased a deer. He chased 
a hidden feature not found in the benefits set forth in eos wellbeing yates 2 
the policy. wank tie ‘eciaaal told his feet the need 
for speed. Mile after mile the chase con- 
London Guarantee Agents sell this quality idea to seas di ear cali eee 
their assureds. Everywhere in this country there is a robbie crossed: the trail 0d the Mahges 
quality and quantity for the defense of London Guaran- dog, getting the scent, gave up chening: the 
tee Policyholders. tat tang reek cal acdoeeeed 


dog, and thus the foolish dog, who might 
have feasted on venison, went hungry. 
Stick to the objective. If anything is worth . 


attaining, it is worth pursuing to the end. It 

Head Office: 55 Fifth Avenue, NEW YORK isn’t the start of a race that counts, it’s the 
ay you finish—That’s when the prizes are 

New Yuet Office: 90 Maiden —_— << inish vat’s when the prizes are 


C. M. BERGER, United States Manager 
The Insurance Man 


can’t afford it 


There is an old Indian adage that runs 
something like this: “After the house is 
built, the carpenter is forgotten.” <A large 
percentage of insurance agents indulge in the 
extravagance of letting their policyholders 
forget them. Whe n a policy is sold, the in- 
— man can’t afford to let the policy- 

older forget him. In the first place, every 
ae licyhe sIder is a prospect for more insurance, 
and, in the second place, every policyholder 
should remember the agent so well that he 


will recommend him at every possible chance. 
Every four months at least, a friendly letter 
should be sent every po slicyhe der, and it pays 
- remember that the small po slicyhe yider of 
oday may be the large one of tomorrow. 
This letter should comeusian the fact that the 
agent is alert and ever anxious to render 
j service. The insurance man simply can’t af- 
: ford to be forgotten. 
, e 
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Pennsylvania Agents 
Reelect H. E. McKelvey 


BAIR’S ADDRESS 


Says Agents Still Want 20% Flat; Will- 
ing to Consider Separation; Talk 
by W. S. Diggs 


President H. E. McKelvey of Pitts 
burgh and his administration were re 
the 
Scranton of 


MAKES HIT 


annual 
the 
Insurance 


elected for another year at 


meeting last week at 


Pennsylvania Association of 


Agents. The other officers include G. W. 
Mattson, vice-president, Harrisburg; 
John S. Burwell, secretary, Scranton, 


and Fred V. Rockey, treasurer, Harris- 
burg. Several changes were made, how- 
ever, in the board of directors 

Kenneth H. Bair, former president of 
the Association, made the big hit of the 
convention in his report on the Eastern 
outlined 


Underwriters Association. He 


the development of the EK. U. A., men- 
tioning the original proposition to have a 
20% flat commission, then the change to 


the 15-25% scale, and finally the present 


alternative scale of 20% flat for clear 
agencies and 15 and 25% for mixed 
agencies. 

Mr. Bair stated that many insurance 


companies are not satisfied with the al- 
ternative scale, and that there 1s danger 
of the whole proposition failing to be 
endorsed. In this case, his opinion is 
that the Eastern Union will likewise go 
to pieces, to be followed by a commis- 
sion and rate war among the companies. 
To avert such a catastrophe the agents 
are willing to go a long way toward con- 
ciliating the factions, said Mr. Bair. 
Agents Still Want 20% Flat 


The agents would like to see the 20% 
flat scale, which is considered by them 
as fair living wage to all concerned, and 
to put across such a scale, would be will- 
ing to enforce separation of conference 
and non-conference companies, even 
though the latter step may break up 
many close associations between agents 
and companies and entail many other 
sacrifices. Mr. Bair declared that some 
sort of a strong permanent company or- 
ganization is absolutely necessary to 
avert reckless competition. 

Another leading address was that by 
W.S. Diggs, of Hoover & Diggs. Pitts- 
burgh, who, being unable to attend the 
convention in person, had his talk read 
by one of the officers. On the subject, 


“Why the Association?” Mr. Diggs 
wrote in part: ; 
“The American Agency System, an- 


cient and Ifonorable, through which vast 
property values have been protected for 
so many years, has justified itself from 
every logical viewpoint and must con- 
tinue to do so to warrant its future ex- 
istence. This can only be done through 
the faithful performance of the things 
in underwriting that safeguard the com- 
mon interest. 

“First—That of insurance buyers, 
showing them that so-called ‘Now as- 
sessable insurance at cost’ is dangerous 
and deceptive, that cheap insurance is 
neither ‘cheap’ nor ‘insurance.’ 

“Second—That the carrier of the risk 
secures adequate rates for the risk taken. 

“The agent, through the increased de- 
mands for personal service, is making 
himself more and more of an underwrit- 
ing factor. Indeed, to my mind, he is a 
real necessity in the proper conduct of 
the great business in which we are en- 
gaged. 

“The unsatisfied appetite for premium, 
that is, for volume at the sacrifice of 
quality, which naturally has resulted in 
widespread agency appointments with- 
out regard to fitness or the satisfying of 
a real need, either from the standpoint 
of the community or the company, has 
injured the whole structure of sound in- 
surance and in many instances brought 
the business into disrepute.” 


“First and finally—What is the agent 

worth to his customer? What is he 
worth to his company—a great insurer 
of vast values and recognizing at the 
same time that its first obligation is to 
remain solvent, to fulfill its contracts 
with the public, to pass through all the 
trying years that is the lot of every 
company insuring property hazards and 
yet grow stronger and more secure ? 
. “The part time agent in the person of 
the barber, the butcher, the broken down 
politician and others, still less worthy of 
becoming agents, must go if insurance 
underwriting is to maintain its rightful 
place as a great and necessary business. 
Only agents of good standing, who can 
serve both the assured and the company 
should be admitted and given authority 
to sign contracts of insurance and bind 
the company on risks for indefinite 
amounts, 


“So the real agent’s ruture is condi- 
tioned upon his ability to be the life 
blood of his business and render himself 
indispensable to both customer and com- 
pany. We must, therefore, make our- 
selves an indispensable part of the pro- 
tection we are constantly offering for 
sale. 

“New and changing hazards developed 
by bigger business, the use of volatile 
and inflammable products, the existence 
of great factory districts, high speed ma- 
chinery, extensive manufacturing and 
mercantile areas and the ever increasing 
competition between two companies for 
premiums, radically changed the fire in- 
surance business. ; 

“With the new conditions and meth- 
ods, the service of the agent became 
more and more important, and the spe- 
cial agent became supervising factor 
for the company. Over the special agent 


was a state or general agent and in that 
way the man who produced the business, 
very naturally, was far removed from 
his company. The touch between the 
company and agent was cut off. 

“All these changes were in most in- 
stances intended for the general good of 
the business and the agent, yet it re- 
sulted in a mad rush for volume on the 
part of most companies, as well as the 
general and the special agents. 

“The promotion, if not the position of 
the salaried special, state or general 
agent, as a matter of course, depended 
upon increasing the company’s profitable 
business. Methods were adopted and 
practices indulged in that were inimical 
to the local agent, working on a com- 
mission. Not all companies practiced or 
countenanced injustice to agents, but 
there were enough guilty ones to produce 
very unsatisfactory conditions,” 





FIRE 





[No. 1} 


Stand Back 
of Your 
Fire Chief 


He is the logical man to 
guide and direct local fire 
prevention activities. It 
is his business to know 
what causes fires, how to prevent them, 
how to extinguish them. He is, or should 
be, the best authority on mains, hydrants, 
fire-fighting equipment, and many other 
factors entering into our shameful burning 
ratio. Co-operate with your fire chief and 
every organized movement to reduce the 
loss of life and property by fire. Practice 
fire prevention. 


FIREMAN’S FUND 
INSURANCE COMPANY 


AUTOMOBILE 
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Breach of Policy 
Doesn’t Void Claim 


U. S. CIRCUIT COURT HOLDS 





Upholds State Law That Breach Voids 
Claims Only When It Contributes 
to the Loss 





The United States Circuit Court of 
Appeals, of the eighth district, has de- 
cided in the case of the Westchester 
Fire against the Norfolk Building & 
Loan Association that a breach of con- 
ditions in a fire instance policy does 
not void the policy because under the 
Nebraska insurance law, a breach of con- 
dition in a policy does not invalidate does 
not invalidate the policy unless the 
breach contributes to the loss. The Dis- 
trict Court of Nebraska held ‘that what 
had happened was merely a renewal of 
the original obligation. 

In this case the assured, who procured 
the foreclosure of a mortgage on the in- 


sured property, solely to forestall the 
establishment of a lien by another party, 
joined his wife in executing new notes 
and a mortgage to the original mort- 
gagee, after the wife had bid in the 
property at the foreclosure sale and re- 
ceived the sheriff’s deed. 

In the decision the court held in part 
as follows: 

“Certainly the mortgage provision in a 
policy of fire insurance has, as its pur- 
pose, the insurance of the mortgagee’s 
interest in the insured property. 

“The mortgagee’s interest in the in- 
sured property continues until the mort- 
gage debt has been paid. 

Original Debt Continued 

“The mortgagor or the mortgagee may 
enter into an agreement during the fore- 
closure that will preserve the mortgagee’s 
interest and will preserve the insurance 
company’s liability upon the mortgage 
rider. Stevens v. Ill. Mutual Fire Ins. 
Co., 43 Ill. 327. In the instant case such 
an agreement existed and the original 
debt was continued in force notwith- 
standing the foreclosure proceedings, 
thus preserving the original interest the 
mortgagee had in the premises. 

“It is unquestioned that one person 
can bid for another at a foreclosure sale 
and such bidder will hold the property 
for the benefit of the real owner. 


Interest Not Altered 


“It seems clearly established from the 
evidence that the-interest of the Build- 
ing and Loan Association was the same 
on the date the property insured was 
destroyed by fire as on the date the 
policy of fire insurance was issued and 
such interest was secured by the same 
lien, the only difference appearing in the 
form of the note and mortgage executed 
by the Dimmitts. 

“The estoppel urged by the defendant 
cannot be sustained for the reason that 
the Insurance Company has in no man- 
ner changed its position by reason of the 
acts or representations of the Dimmitts 
or the Building and Loan Association. 
It is well established that there can be 
no estoppel unless the party claiming it 
has changed his position by reason of a 
representation. 

“We are of the opinion that the con- 
tention urged by defendant insurance 
company to the effect that the breach of 
the condition in the policy, to wit, the 
failure of the Building and Loan Asso- 
Ciation to notify the Insurance Company 
of the change in title is untenable, in 
view of section 7787, Compiled Nebraska 
Statutes, 1922, which provides: 


What Nebraska Law Provides 

“Warranty not to avoid policy unless 
deceptive. No oral or written misrepre- 
sentation or warranty made in the nego- 
‘lation for a contract or policy of insur- 
ance by the insured, or in his behalf, 
shall be deemed material or defeat or 
avoid the policy or prevent its attaching 
unless such misrepresentation or war- 
tanty deceived the Company to its injury. 


“The breach of a warranty or condi- 
tion in any contract or policy of insur- 
ance shall not avoid the policy nor avail 
the insurer to avoid liability unless such 
breach shall exist at the time of the loss 
and contribute to the loss, anything in 
the policy or contract of insurance to 
the contrary notwithstanding.’ 

“There is no evidence in the record 
tending to show that any purported 
change in title by reason of the fore- 
closure proceedings contributed in any 
way to the loss, and it has been held by 
the Supreme Court of Nebraska in con- 
struing the uniform Nebraska fire insur- 
ance policy, that a breach of conditions 
in a fire insurance policy does not invali- 
date the insurance policy unless the 
breach of conditions contributed to the 
loss. Security State Bank of Eddyville 
vs. Aetna Insurance Company, 106 Neb. 
126, 183, N. W. 92. This construction of 
a Nebraska statute by the highest court 
of the State is binding upon the Federal 
Court. 

“We are of the opinion that the find- 
ings of the trial court that the original 
debt and lien in existence on the date of 
the issuance of the policy of fire insur- 
ance continued until the date of loss, is 
amply sustained by the evidence. It thus 
becomes unnecessary to consider any of 
the other errors complained of by the 
detendant.” 





H. G. DA COSTA DEAD 





Once Well-known Figure at Lloyd's; 
Had Been Deputy Chairman of 
Register of Shipping 


Herbert Gomez Da Costa, who died at 
Brighton, England, in mid-August, in his 
54th year, was at one time a well-known 
figure at Lloyd’s. Although of late years 
he had not attended there so regularly, 
the news of his death will be received 
with sincere regret by many underwrit- 
ing friends and insurance brokers. Mr. 
Da Costa was elected a non-underwrit- 
ing member of Lloyd’s in 1894. He be- 
came an underwriting member in 1907 
and continued as such until 1922, when 
he again became a _non-underwriting 
member. He was also a director of the 
insurance brokerage business of S. I. Da 
Costa and Son, Limited. His father, S. 
I. Da Costa, who was an underwriting 
member of Lloyd’s from 1858 to 1907, the 
year of his death, served, with the usual 
intervals, as a member of the committee 
of Lloyd’s from 1871 until 1903. S. I. Da 
Costa was deputy chairman in 1884, when 
the first Lord Goschen, then Mr. G. J. 
Goschen, M. P., was chairman of Lloyd’s, 
and again in 1898 during the chairman- 
ship of Mr. Charles Hermann Goschen. 

He also held the office of deputy-chair- 
man of Lloyd’s Register of Shipping 
from 1890 to 1893. The name of Da Cos- 
ta is a much-honored one at Lloyd’s. 





RICHMOND COMMITTEE 


The Insurance Exchange of Richmond, 
Va., has named a special committee to 
co-operate with the City Fire Preven- 
tion Bureau in making Fire Prevention 
Week a success this year when it is 
held at the usual time in October. The 
committee comprises Stewart Hume, 
James W. Sharp Jr., Garnet Tabb, Mil- 
ler McCue and John F. Lay. The cham- 
ber of commerce will also co-operate. 
According to Leonidas S. Jones, chief of 
the city bureau, the main drive will be 
in the schools. Special exercises will be 
held, demonstating fire prevention meth- 
ods, so that the idea may be instilled 
into the minds of the children and be 
carried home with them. 





HARTFORD FIRE COMMITTEE 
NAMED i 


The Hartford Chamber of Commerce, 
with about 150 cities of the United 
States, has by authority of its directors, 
named a special committee on fire pre- 
vention. The purpose of the committee 
is, in large measure, to act in an ad- 
visory capacity to the municipal authori- 
ties whose duty it is to prevent fires. 

This committee includes Henry E. 
Church, Samuel C. Doty, G. Burgess, 
Fisher, D. Hayes and Irving C. Treat. 











London & Lancashire Insurance Co., Ltd. 


OF LIVERPOOL, ENGLAND 
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Editorial 
Business is poor if it is not better this 
month than it was last July. At least, 
that seems to be the attitude of most} 
business men. 


It’s a pretty healthy attitude, too. 
Constant striving for new business, con- 
stant study to reduce costs, constant 
effort to give more and better service, 
result in ever-increasing prosperity. 

Frankly, the Ohio Farmers Insurance 
Company hopes and expects to be more 
prosperous at the end of July, 1926, than 
it was at the end of July last year. Put 
this result will only come about by the 
greater prosperity and activity of Ohio 
Farmers agents. 


Tourist baggage, automobile, and tor- 
nado or windstorm insurance are great 
lines with which to work in the summer} 
time. They are well adapted to warm| 
weather selling and will respond to vig-| 
orous campaigns. 





Put forth your selling effort now. Bring 
| prosperity to yourself while safeguarding | 
that of your neighbors. 


Enthusiasm is very good lubrication 
for the mind. 

An Ohio Farmers rent policy gives 
mighty valuable protection. One of our 
agents makes a practice of adding rent 
coverage to the regular fire policy when 
he is renewing. He explains to his 
client what the added protection means 
to him and shows how small the cost is. 

While we do not recommend that this 
be done in all cases, we believe that a 
great many policyholders are glad of the 
chance to buy rent or rental value in- 
surance. — 

Millions of eyes are turning to Phila- 
delphia. The Sesqui-Centennial is at- 
tracting thousands of visitors, al! of 
whom should have the protection of 
tourist baggage insurance. 

Have you solicited your clients who 
are going? Tell them how they can in- 
sure their baggage in a good company 
against the hazards that are ever present 
in hotels and depots, and on trains, boats, 
and automobile busses. 
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Aid Fire Prevention 
CHAMBER OF COMMERCE HINTS 


National Body Lending Full Strength to 
Full Observance of Fire Preven- 
tion Week in October 


The Chamber of Commerce of the 
United States, through its Insurance De 
partment, is co-operating extensively in 
the preparations for Fire Prevention 
Week, October 3-9. 


letins 


It is getting out bul- 


containing suggestions for local 
chambers of commerce on how to get the 


public interested in the observance of 
Fire Prevention Week and also sugges- 
tions for trade associations, Some of the 
activities suggested for trade associations 
should prove helpful in reducing the fire 
waste if they are carried out. Here are 
some of the sugyestions: 

Fire drills in members’ places of busi- 
may be suggested. Fire Depart 
ments will usually be glad to assist in 
conducting drills. 

\ vigorous clean-up campaign during 
certain days of the Week might be ad- 
vocated. 

Meetings of employees for fire preven- 
tion instruction would prove helpful. Ad- 
dresses may be given by representatives 
of the fire department, local insurance 
men or others who are qualified to speak 
on the subject. 

It might be suggested to members that 
they place fire prevention posters on 
their bulletin boards and distribute liter- 
ature to employees. 

Self-inspection blanks may be supplied 
to the membership for use during the 
week, so as to enable them to check up 
on fire safety conditions in their estab 
lishments. If subsequently returned to 
the trade association, the filled in forms 
will assist its fire prevention committee 
in planning future activities. 


ness 


Continuous Activities 
1. Compilation of Loss Records and 
Study of Hazards—The committee may 
undertake to compile the fire loss rec- 
ord of its industry for past years, pay- 
ing special attention to the causes of 
fire. A tabulation will indicate the chief 
hazards and enable the committee to 
function intelligently in an endeavor to 
eliminate them. 

2. Building Construction —The com- 
mittee may investigate from a fire safety 
standpoint ‘the types of building con- 
struction especially adapted to its indus- 
try or business. Suggestions may be 
made to reduce structural hazards in new 
buildings and additions, as well as in old 
buildings. 

3. Storage of Stock—Sources of fire 
are often found in the storing and hand- 
ling of raw material and finished stock. 
Raw material is sometimes one of the 
main causes of fires and should there- 
fore be properly safeguarded. Finished 
products should be isolated from haz- 
ardous manufacturing processes and 
should be so stored as to avoid all pos- 
sible damage from fire or water. 

4. Safeguarding the Product—Special 
investigations may be made by fire pre- 
vention committees of trade associations 
whose members are engaged in the man- 
ufacture or distribution of combustible 
or hazardous products to determine 
means whereby the goods may be made 
less susceptible to ignition. This may 
be achieved through isolation, the use of 
suitable containers, a physical change in 
the product itself or a more intelligent 
use ot it. 
5. Fire Protection—Because the na- 
ture of hazards and the types of con- 
struction in general use differ in various 
businesses, no set of fire protection rules 
may be formulated which will apply 
equally to all forms of commerce or in- 
dustry. It would be a service to mem- 
bers to explain to them the functions 
of protective devices such as automatic 
sprinklers, yard hydrants and_ inside 
standpipe systems, various types of fire 
extinguishers, outside sprinklers, fire 
alarm systems, watchmen’s service and 
properly trained fire brigades. 

6. Protection of Records — Serious 





of a business are destroyed by fire for 
in many cases replacement is impossible. 
A number of remedies have been pro- 
posed such as the use of duplicate rec- 
ords, vault enclosures and record safes. 
Recommendations for adequate protec- 
tion of records should be helpful to mem- 
bers. 

7. Plant Inspections—After determin- 
ing the hazards, types of construction, 
fire protective facilities and other fea- 
tires peculiar to its business, a trade 
association will be able to prepare a spe- 
cial inspection blank for the members’ 
use. Such a blank would obviously be 
more complete than those designed for 
general use and would tend to make the 
inspections more valuable to the individ- 
ual establishments. 

8. Kducation Informative literature 
can be prepared for distribution to em- 
ployees and for use on bulletin boards. 
Keminders of this nature should assist 
in instilling a spirit of carefulness. Pe- 
riodical addresses and demonstrations 
might also be included in the educational 
program. A separate educational pro- 
gram might be planned for executives. 


every. 






work with you in 


AN INSURANCE WEDDING 


Miss Anne M. Bigger, daughter of Mr. 
and Mrs. Thomas H. Bigger, of Rich- 
mond, Va., will be married October 30 
to Daniel L. Coulbourn, Virginia special 
agent for the National of Hartford with 
kichmond headquarters. The engage- 
ment and approaching marriage has just 
been announced. Miss Bigger’s father is 
chief clerk in the Virginia bureau of in- 
surance. She is a grand daughter of the 
late Colonel John Bell Bigger, for many 
years clerk of the Virginia house of dele- 
gates. Mr. Coulbourn is a nephew of 
Commissioner Button. His best man will 
be his brother, W. Clark Coulbourn, well 
known insurance lawyer of Richmond. 
Among his groomsmen will be another 
brother, Charles B. Coulbourn, deputy 
commissioner of insurance; Joseph N. 
Jacobs, Virginia state agent for the Com- 
mercial Union; W. O. Minter, state 
agent for the National of Hartford in 
North Carolina, and E. T. Burr, actuary 
of the Durham Life, Durham, N. C. The 
wedding will take place at high noon at 
All Saints: Episcopal Church. 

















Weare glad to 


providing 


Adequate Fire Protection 
AND ALL THE NEWER COVERS 





PIGS AND CATTLE THEIR PAY 


German Firemen Started Their Own 
Fires And Assured Paid Them for 
Doing So; Wanted Insurance 

Long Island is not the only place 
where village firemen start fires for the 
excitement of the occasion or for some 
other motive. Eight village firemen 
have recently been arrested in Saxony 
because of mysterious outbreaks in farm 
houses, haystacks and other property. 
It develops that these firemen were paid 
by the assured sums ranging from $25 
to $250 for settingefires to buildings, ac- 
cepting sometimes payment in cattle or 


pigs instead of cash. They also ar- 


ranged that when a fire broke out they 
should be summoned to extinguish it in 
order that they might obtain the reward 
for being the first fire brigade on the 
scene, . 

The plot was discovered by insurance 
companies. 
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Questions Asked in 
Fire Examinations 


WIDE KNOWLEDGE REQUIRED 





British Students Passing Tests Show 
Excellent Groundwork in Fire 
Insurance 





In the examinations for fire insurance 
students held recently in England many 
of the questions asked were similar to 
those that might be placed before Amer- 
ican students taking the Insurance In- 
stitute courses. Here are a few of the 
As a fire agent or broker do 
you think you could answer all of them 
correctly ? 

Draft fire policy wording for the fol- 
lowing: (a) Building, Contents and Rent 
of a chemist’s premises occupied as sales- 
shop and dispensary with living rooms 
(b) Farm Stock (live and dead) on 
farms worked as one. (Supply 
imaginary names and situations in each 
case.) 

Provide suitable wordings for the fol- 


lowing endorsements: (a) Recognition of 
mortgagee’s interest; (b) Reinstatement 
of a partial loss by fire. 

Why does the presence of exposed 
metal work in the construction of a 
building involve a distinctive feature of 
fire hazard? State alternative methods 
of protecting such metal work to render 
same fire-resisting. 

(a) What property is usually exclud- 
ed from the scope of a fire policy unless 
specially mentioned ? 

Giye briefly in your own words the 
purport of any three of the following 
conditions in the “Standard Fire Policy”; 
(a) Misdescription; (b) Alterations; (c) 
Claims; (d) Fraud; (e) Company’s rights 
after a fire. 

Give a comprehensive list of appliances 
used in connection with the detection and 
extinguishment of fires with a brief note 
on the advantages of any one of these. 
(15.) 

Give reasons why an accumulation of 
waste on the floor of a manufacturing 
risk increases the danger of fire. Men- 
tion at least two classes of factories 
where such an accumulation is particu- 
larly undesirable. 

What factors require to be considered 
in arriving at the amount to be paid in 
settlement of a claim for a retailer’s stock 
destroyed or damaged by fire. 


When Policies Are in Conflict 


State carefully the essential features to 
be borne in mind’ in the drafting of fire 
policies and endorsements. What is the 
legal position if the written and printed 
portions of the policy are in conflict? 

What is essential to create an “In- 
surable Interest”? Give a list of persons 
who can legally enter into a contract of 
fire insurance. 

State as many different circumstances 
as you can wherein a Fire Policy may be 
cancelled before expiry. Mention in 
which cases a proportionate return of 
premium is usually made. 

On what grounds is it justifiable to 
charge more than the pro rata premium 
for a “short period” insurance? Men- 
tion any method of calculating short pe- 
riod rates of which you are aware. 

In connection with Automatic Sprin- 
klers cite: (a) The qualities essential to 
a satisfactory sprinkler head; (b) Four 
different sources of water supply ; (c) In 
what circumstances a “dry pipe’ ’ installa- 
tion is desirable. 

Draw a sketch plan showing three ad- 
joining buildings, A, B, and C—all brick 
built and slated with a skylight in B. A 
and B communicate freely; C is separ- 
ated from B by a perfect party wall with 
openings protected by double iron doors. 
Insert symbols for doors, windows, and 
an enclosed staircase. Introduce also a 
Boiler House D (two horizontal boilers) 
at a short distance from the main build- 
ings, 


questions. 


over; 


two 


-ADVERTISING THAT PAYS 


Home Says Each Circular Sent to Pros- 
pect Should Be Followed by 
Personal Calls 

Actual trials have demonstrated again 
and again that hit and miss circulariz- 
ing does not pay, says the Home in 
“News from Home.” It isn’t the fellow 
who sends out a big flood of circulars 
now and then who “brings home the ba- 
con”—he is generally wasting his money, 
if he only knew it! It is the chap who 
takes a small (according to the size of 
his business), carefully-selected list, then 
makes a definite plan of mailings and 
follow-ups, who gets the best results. 
Well-directed circularizing, followed by 
a salesman’s call does pay. 

The “Strike-Out System,” 
to do your mailing every day, sending out 
only as many letters or circulars as can 
be followed up personally by a salesman 
during one day. If your salesmen can 
make, say ten calls a day, mail out ten 
pieces for each salesman. Group your 
names by neighborhoods so the sales- 
man won't have to jump all over town 
when making his follow-up calls. 

The first day, mail out your first let- 
ter, to part of your list (according to 
how many salesmen you have). Best 





in brief, is 


results will be obtained if his letter is 
personally typed and over the signature 
of the salesman. The third day mail out 
another letter or printed circular, which 
should announce the salesman’s call. The 
fourth day turn the names over to the 
salesman with instructions to call and re- 
port on each name. 

This plan gets things done. 
ter—one strike. Two letters—two strikes. 
Personal call—‘Strike ’em out.” 


One let- 


ENTERS INSURANCE 

Entering a new field of business, Wal- 
ter Scoble, of Millville, N. J., has an- 
nounced the opening of his real estate 
and insurance office in the Newberry 
building. Mr. Scoble for a number of 
years was established in the musical in- 
strument trade in South Jersey, and suc- 
cessfully conducted an establishment on 
North High ‘Street. 


RODEN CANADIAN MANAGER 

H. F. Roden has been appointed mana- 
ger of the Canada branch of the Union 
Assurance Society, Ltd. it was an- 
nounced by the fire officers of that com- 
pany. He will succeed T. L. Morrisey, 
retiring. Mr. Roden has been the as- 
sistant manager. 
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behind it. 


They look alike— 


FIDELITY-PH 
FIRE INSURANCE CO: 


SO MAIDEN LANE, NEW YORK,NY. 








THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 

ANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
G. HOLLMAN, Secy. 
H. ‘.. GIBERSON, "Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 
HOME OFFICE 


Hanover ts ad Pine St. 


Howle, Jarvis - gi Phot alll _ Sart Agts. 
Metropol)tan Distric 


81 JOHN STREET NEW YORK 














INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 
































“ AMERICA FORE” 


Speculation or Investment? 


a piece of printed paper—whose value lies not in 
itself but in the honesty and strength of the company 


The substantial agent does not allow his client to spec- 
ulate with his insurance—every policy he writes is placed 
in a company whose loss paying ability makes it a gilt- 


edged bond. 





ERNEST STURM, CHainman oF THE BOARD, 
PAUL L.HAID, Presivenrt. 


CASH CAPITAL FIVE MILLION DOLLARS 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 


a gilt-edged bond and one that is not 
worth the cost of its engraving—so with the insurance 
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Demand In Britain 
For ’Quake Insurance 


LLOYD’S RATE IS 6d PER £100 
Risks Divided into Two Classes Which 
Are “Earthquake Fire” and 
“Earthquake Shock.” 

As a result of the recent earthquake 
shocks in various parts of Great Britain, 
numerous inquiries have been received 
in the London market for special insur- 
ances. Discussing this, the London 

Times says: 

At Lloyd’s, underwriters have quoted 
a rate of 6d. per £100 to cover the risk 
of all damage to buildings through earth- 
quake—a rate that has long been quoted 
by the companies in respect of the in- 
dustrial risks in which they are already 
interested for fire insurance. The prac- 
tice of the offices has been to divide 
the risks covered into two classes, the 
first, known as the “earthquake fire 
risk,” cover destruction or damage by 
fire only directly caused by earthquake. 
The second set of risks, termed “earth- 
quake shock risk,” includes destruction 
or damake (other than fire) directly 
caused by shock. In the case of the con- 
tents of private houses the companies 
issuing fire policies will accept liability 
for both sets of additional risks without 
extra charge. 

Fire Offices and the Risk 

Policies now issued specify this ac- 
ceptance, but fire managers of first-class 
companies would certainly not treat hold- 
ers of old policies less fayorahls in this 
matter. As regards private buildings and 
rents, the earthquake fire risk will be 
accepted without extra charge by com- 
panies which already insure the ordin- 
ary fire risk, while the earthquake shock 
risks will be covered for a nominal 
charge of ld. per £100 per annum. A 
rate of 6d. per £100 is usually quoted 
to cover either set of risks in respect of 
all other buildings and their contents, 
which includes business premises, togeth- 
er with rent. The cover now given in 
comprehensive policies in respect of the 
contents of private houses is of a truly 
wide character, the risks including those 
of loss or damage by fire, explosion, 
lightning, thunderbolt, and e arthqu:z ike. 


PATRICK F. SULLIVAN DIES 

Patrick F. Sullivan, pioneer street rail- 
way man of New England, died suddenly 
this week at Lake Sunapee, N. H. He 
was 70 years of age. He had been gen- 
eral manager of the Massachusetts Elec- 
trical Co., operating thirty-four urban 
and suburban street railway lines, in the 
year 1890. In 1900 he was made presi- 
dent of the Boston & Northern and Old 
Colony systems, which later became the 
Say State Street Railway. He was presi- 
dent of the Commercial Insurance Com 
pany of Boston, and of the Mutual Fi- 
nance Corporation. He was also a di- 
rector of several insurance companies, 
banks and textile mills. 


KING GEORGE COLLECTS 

It was announced last week that His 
Majesty King George V ‘of England is 
to get his money from the American 
assets of the Norske Lloyd Insurance 
Co. The check to pay His Majesty for 
the loss of his property which was in- 
sured through the American branch of 
the Norske Lloyd, has been signed by 
Special Deputy Clarence C. Fowler. 

The claims of the payee against the 
Norske Lloyd are described on the back 
of a check, and, when properly endorsed, 
it will act as a receipt for such payment 
and a release and discharge of the 
Norske Lloyd, its United States assets 
and the Superintendent of Insurance ‘of 
the State of New York therefor, except- 
ing the lawful interest which, if the as- 
sets are sufficient, will be paid by the 
New York liquidator at a later date. 





BACK TO PUBLICITY WORK 


Harold E. Taylor, advertising manager 
of the American of Newark, has returned 
from his vacation, 


CANNOT DIVIDE PREMIUM 
Wisconsin Cenuiesbonis Says Fire Com- 
pany Cannot Fix Annual Premium 
By Dividing Term Rate 
Insurance Commissioner Olaf H. John- 
son of Wisconsin has given an opinion 
on whether a fire ‘or casualty company 
can issue a policy for a longer period 
than one year at a lower or commuted 
premium and by dividing such commuted 
premium by three or five then accept 
such quotient as an annual premium on 
such policy. In his reply, Commissioner 

Johnson says: 

Sec. 201.14 (c) provides: “If any ap- 
plication or policy covers a period great- 
er than one year, the premium shall be 
on hand for such greater period.” 

Sec. 203.12 provides that: “Any com- 
pany * * * - shall cancel any policy. at 
any time, by request of the party in- 
sured or his assignee, and return to said 
party the amount of the ‘premium paid 
for the expired portion of the full term 
for which the policy has been issued as 
specified in the following tables.” Then 
follows in Table B the percentage 2 
premiums to be charged or retained < 
earned premiums on policies written Ger 
periods more than one year. 

It clearly follows that the full premium 
must be charged and paid; that the un- 
earned premium maintained for such full 
term be maintained, and that in the 
event of cancellation of the policy, the 
unearned premium reserve carried as a 
liability forms the basis of the return 
premium. 

The laws of Wisconsin also provide, 
that companies of other states may be 
admitted subject to the same require- 
ments as to solvency, limitations, terms 
and conditions as imposed upon like com- 
panies of this state. 

\ division of a term or commuted pre- 
mium and the acceptance of the quotient 
as an annual premium would be a viola- 
tion of the laws and subject the company 
so doing to the penalties of the stat- 
utes. 


INITIATES STAT E “INSURANCE 


Gover» ent of Wistens Australia Starts 

State Insurance Department After 

Companies Fail to Solve Problems 

Insurance companies in Western Aus- 
tralia, having thus far failed to find any 
solution of the problem of a basis of 
oo Be for the insurance of miners 

rainst miners’ diseases, the State Gov- 
caeeiai has decided to initiate a State 
insurance department for the business of 
workers’ compensation. 

The Government proposes to charge 
144 per cent against miners’ phthisis, It 
is said that the insurance companies, so 
far, view this move with unconcern in 
view of their experience of losses in 
connection with the Workers’ Compen- 
sation Act, recently passed, and the sub- 
stantial payments enforced thereunder 
has made them chary of even extending 
the acceptance of ordinary risks. 

\n agreement between the Govern- 
ment and the insurance companies for a 
trial of the new act, on a basis of 25 
per cent increase in the premiums and 
strict compulsion upon all employers ot 
insure, expired March last. Since that 
time negotiations have been going on 
between the companies and the Govern- 
ment, with especial reference to the ad- 
ditional sphere of vocational diseases, 
particularly miners’ phthisis. This new 
departure is the result of the Govern- 
ment’s having proclaimed miners’ dis- 
eases as coming under the Compensation 
Act; also having conducted medical ex- 
aminations which has had the effect of 
turning hundreds of miners from the 
mines 


GETS TRANSCONTINENTAL 

Elmer J. Hopper has been appointed 
general agent for the metropolitan dis- 
trict of New York City for the auto- 
mobile department of the Transconti- 
nental. This is a company organized a 
year ago by interests identified with the 
National of Hartford. Mr. Hopper is 
also borough agent of the Standard Ac- 
cident of Detroit. 











Great American 
Insurance Company 


sz New Pork = 


INCORPORATED - 1872 
feenvenan sanmuetee 1.1928" 


$12,50 0,000.00 


ERV' 73 FOR ALL SorHER LIABILITIES 
21.7 


16, sais 280. 58 
50.774,00 1.54 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$29,041,280.58 


$175,146,238.21 


HOME OFFICE, ONE LIBERTY ST. 
NEW YORK CITY 


WESTERN DEPARTMENT PACIFIG DEPARTMENT 
310 S. Michigan Ave., Chicago, Ill. 233 Sansome Street, San Francisco 
R. STREET, Vice-President CLIFFORD CONLY, Manager 
BOSTON OFFICE 
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MARINE DEPARTMENT 
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CRUM AND FORSTER 
110 William Street—New York City 


REPRESENTING 
The North River Insurance Co. of United States Fire Insurance Co. of 
New York New York 
Richmond Insurance Company of British America Assurance Co. of 
New York Toronto, Canada 


United States Merchants & Ship- 
pers Insurance Company Toronto, Canada 


New York State Fire Ins. Co. of United States Underwriters’ Policy 
Albany, N. Y. of New York 


Union Fire Insurance Co. of Buffalo, New York 


Western Assurance Company of 


F. M. Gund, Manager, Western De- W. S. Jackson, Mer., Pacific Coast 
partment, Freeport, Illinois Dept., San Francisco, California 
Hines Brothers, Managers, Southern Cobb Glass & Co., Managers, North 
Department, Atlanta, Georgia Carolina Dept., Durham, North 
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REINSURANCE 
FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 
of America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 


of Hartford 
115 Broad Street 











Hartford, Conn. 
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~ UNDERWRITER | aia 
Brokers Object to at a returned to company for —_—— 
Mar “a 
Free Insurance Plan Would Hold Broker Responsible Ro al fexr ain Pr A 
SEND LETTER TO SUPT. BEHA “You know from numerous conferences i yy HBUranre 
that we have had with you, your Deputy, 


Say It Is Not Fair to Hold Brokers For 
Unearned Premiums On All 
Policies Returned 





Opposition to the plan to make in- 
surance brokers responsible for 
“not taken” 
means to cure the evil of free insurance, 
is expressed by the General Brokers’ As- 
sociation of the Metropolitan District, 
Inc., in a letter sent last wek to In- 
surance Superintendent James A. Beha. 
The Insurance Department has been co- 
operating with fire and casualty company 
interests to arrange a plan to put a stop 
to the practice of certain brokers of gain- 
ing free insurance by returning policies 
as “not wanted” after they have been in 
force one or two months. 

In writing Supt. Beha that it would not 
be fair to insurance brokers to shoulder 
them with the responsibility for collect- 
ing all unearned premiums, the General 

3rokers’ Association, through President 
H. A. Bayern and Secret ary Arthur Ar- 
now, says in part: 

“As you know, the General Brokers’ 
Association was organized this year for 
the purpose of benefiting and advancing 
the best interests of the insurance pro- 
fession and to uphold the standard of 
insurance integrity, honor and courtesy. 
Hz wing this in mind, the General Brok- 
ers’ Association in the early part of June 
adopted the following resolution: 


earned 


premiums on policies, as a 


Resolution of Brokers 

“Whereas the Superintendent of In- 
surance stated that he would revoke the 
licenses of all brokers who are guilty of 
the practice of obtaining free insurance 
for assureds; and 

“*Whereas, it is a fact that some brok- 
ers do procure policies of insurance for 
assureds which are canceled for non- 
payment of premium after being held for 
two or three months without paying for 
such protection; and 

“Whereas, this process is repeated 
over a long period, without the collection 
of any earned premium upon the part of 
such brokers, which is contrary to our 
code of ethics and objects; and 

“*Whereas, the Institution of Insur- 
ance would be benefited by the rigid en- 
forcement of this proposal of the Su- 
perintendent of Insurance, and_ really 
benefit the brokers themselves, because 
it would obviate the necessity of brokers 
placing business on their books for 
which they would not be paid, and thus 
they would save the expense involved, 
due to the time it takes to mark off 
an entry, and all other work incidental 
thereto; and 

“Whereas the Insurance Brokerage 
profession would not suffer by the elim- 
ination of this type of broker; 

“‘Now, therefore, be it Re solv ed, That 
this Association hereby approves and 
supports the Superintendent of Insur- 
ance in this matter of compelling the 
payment of earned premiums and _ the 
elimination of the free insurance evil, 
and that we hereby pledge our whole- 
hearted support in upholding him in his 
worthy and commendable effort toward 
eliminating the practices of some brok- 
ers and assureds regarding policies being 
ordered, kept for two or three months, 
cancelled for non-payment of premium, 
and through the connivance of the dis- 


Mr. Cunneen, and Mr. Wood and others 
in your department, that we have co- 
operated with you and that it is our wish 
to continue such co-operation. The pur- 
pose of this letter is to put ourselves on 
record with all the force at our com- 
mand that we strenuously object to the 
unbusinesslike idea proposed by the va- 
rious committees of making brokers re- 
sponsible for earned premiums on can- 
celled policies, under the contemplated 
form of combination, application, binder, 
and agreement form. We _ understand 
this form contains a provision that the 
broker agrees to the conditions printed 
on the back thereof, which agreement 
must be signed by the broker when he 
makes his application for insurance cov- 
ering any risk, 

“This proposed plan of making the 
broker responsible for earned premiums 
on risks applied for by him is not only 
impractical and unjust, but in the opin- 
ion of astute lawyers, unconstitutional. 
You, as a practicing attorney for over 
a quarter of a century, know that an in- 
surance broker can no more be held le- 
gally responsible for the collection of 
earned premiums on every risk can- 
celled by the assured any more than an 
attorney-at-law can be held responsible 
for the financial and other acts of his 
client. Do you realize if this plan would 
be adopted there would be no limitation 
to such obligations to the brokers, and 
it would probably run into hundreds of 
thousands of dollars in the city of New 
York. This contemplated procedure is 
furthermore un-American and is class 
discrimination. The contemplated plan 
unjustly endeavors to load the collection 
of premium responsibility entirely upon 
the producer, the insurance broker, and 
make him carry the bag under all con- 
ditions and circumstances. This we con- 
sider manifestly unfair and it would cre- 
ate chaos in the business. As a matter 
of fact, if it were not for insurance brok- 
ers, where would the insurance compa- 
nies derive their income ? 

“We wish you would consider this as 
our emphatic protest against such an 
idea, and on behalf of this association 
we wish to inform you that the brokers 
are not willing to assume such, responsi- 
bility. Before a definite plan is adopted, 
we respectfully ask that you arrange for 
a conference with us so that when rules 
and regulations are promulgated by you, 
they will have the full and enthusiastic 
support of the brokers. Without such 
co-operation the problem will never be 
properly solved.” 

SUYDAM 
RATE 

Stanton & Suydam, Ince., 
City, general insurance agency, has been 
chartered at Albany with capital of 250 
shares preferred stock $100 par value 
and 250 shares common stock non par 
value. George J. Stanton, Allen V. P. 
Suydam, 110 Williams Street. and James 
L. Suvdam, Jr., 56 Pine Street, New 
York City, are directors and subscribers. 


STANTON & INCORPO- 


New York 


SUBURBAN CLUB MEETING 
The Suburban New York Field Club 
will hold its next meeting on Tuesday, 
September 7, at the Hotel St. George in 
srooklyn. Luncheon will be preceded 


by a meeting of the executive committee 
at 11:30 o’clock. 








1720—1926 


CAR AND GENERAL 
INSURANCE CORPORATION, LIMITED 
United States Head eacontedln 95 Maiden mend New York 





E. B. MALLOY A SPECIAL 

The Central Fire of Baltimore has ap- 
pointed Edward B. Malloy special agent 
for eastern Pennsylvania and New Jer- 
sey, effective October 1. He succeeds 
B. M. Benjamin, who has been promoted 
to genera) agent. Mr. Malloy will make 
his headquarters in Philadelphia. 








ry ‘Campbell Haywood 
ADJUSTER 
for STATE of CONNECTICUT 
Wide Experience Prompt Service 
oderate Charges 
Tel. 221-4 Washington 
Wesven, Conn, Cornwall Bridge P. O. 
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INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. . New York 
WESTERN DEPARTMENT 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
PACIFIC DEPARTMENT 


N. W. Cor. Sansome and Sacramente Sts. 
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Agents. Wanted At 
Desirable Points 


American Equitable Assurance Company 
of New Yor 


Metropolitan Assurance Underwriters 
of New Yor 


New York Fire Insurance Company 
Incorporated 1832 


New York Equitable Underwriters 

Good facilities on desirable classes— 

Fire, Tornado, Use and Occupancy 
and Allied Lines. 


Losses paid in allied companies since 
organization—over 28,000,000 


Apply to 


HOME OFFICE 


92 William Street New York 











Brevoort 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
hak baad da stores, 
anks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
moderate cost. 
E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 


























First LiveWire Agent (hopefully): « 
“Are we to get real help at last? 
His Partner (exultantly) : 
“Tl say we ate ~ we'll 
Get the Best in THE WORLD.” 








GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 


a 





Tel. RECtor 7501 





MANAGERS 


INSURANCE CO. sities 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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Business Production Methods in 
Great Britain and Ireland 
d By J. J. ATKINSON, General Manager Royal Ins. Co. 


On the question of modern production 


methods in insurance in Great Britain 
and Ireland the ground has been quite 
recently covered, and admirably so, in 


my cCpinion, in the 
pared by my 


specially pre- 


Walter Car- 


paper 
colleague, M1 


ter, for the Insurance Institute of Man- 
chester, which was read before that In- 
stitute at its meeting on October 20, 
1925. I therefore propose to quote ver- 


batim from that paper the 
which reference is 
methods of development in Great 
Britain and Ireland: 

“After this litthe semi-philosophical 
excursion from the path I had laid down 
for myself, I will turn to a brief review 
of the equivalent conditions in the 
United Kingdom with some hesitation 
lest in so doing [ may prove myself to 
have lost touch and be no longer as 
familiar with them as my purpose de- 
mands. 

“Our historical background 
removed but very similar. 

“The march of progress has long since 
rendered unnecessary any such delega- 
tion of powers and_ responsibility to 
agents as still exists in the United 
States. ( 
Intense Development and Concentration 


“We have 


passages in 
made to insurance 


is further 


seen our country, relatively 
small in area, but well provided With 
coal resources, develop an intensity and 
a concentration of manufacturing capac- 
ity far beyond the needs of its own 
population. With it has come ease and 
rapidity of travel and communication so 
that the smallest hamlet is in daily touch 
with some populous center. Large in- 
surable values in plant and merchandise 
have been created and the specialized 
centers of differing industries are almost 
contiguous to one another. How has 
this intensive concentration affected the 
older methods of acquisition of business 
by the companies? There are those of 
us who can remember the days of rela- 
tively little decentralization of activity. 
Time was when only the larger center 
of Manchester, Birmingham, Leeds, Ed- 
inburgh and Glasgow boasted branch of- 
fices of the important companies. To- 
dav there is scarcely a town of any com- 
mercial] importance where one or more 
companies do not maintain a branch of- 
fice, and the rest of the country is com- 
pletely covered by a continuous chain of 
resident salaried officials bringing to the 
door of the insured all the 
can desire in the 
surance, in 
compe tent 


services he 
arrangement of his in- 
affording him technically 
advice in eliminating or min- 


imizing hazardand in handling his losses 
when cies occur. 

“May I turn now to a consideration 
of how this development in our own 
country has affected the brokers and 
avents who form the natural channel 
through which the business reaches the 
companies. TI need not refer in detail 
to the brokers, for there is little varia- 
tion from the conditions which T have 


described at length in the United States. 


More Agents but Little Changes in 
Their Company Relations 
“Decentralization has brought with it 
a marked increase in the number of 
agents, but little change in the charac- 
ter of their relations with the company 
they represent. Today anyone who. in 
the course of his business or profes- 


“with 


sional operations finds himself in a po- 
sition to secure insurance business, en- 
tertaing a natural and legitimate desire 
to establish for himself a connection 

company whom he may 
one in whom he may have 
confidence that his interests and those 
of his insured will be taken care of to 
the best advantage and with full assur- 
ance of equitable treatment in the event 
The facilities for the establish- 
ment of such an agency relationship are 


some 


rf he ose as 


of loss. 


readily at hand, and the companies’ in- 
tensive decentralization of their activi- 
tics affords opportunities for a ‘service’ 


to use a much abused word—to the 
agent by the company which in its per- 
sonal development creates mutual trust 
and a pride on the part of the agent in 
his representation. 

“There has thus grown up through de- 
centralization a wide spread multiplica- 
tion of direct points of contact between 
the companies and their agents. Com- 
petition between companies is now 
largely a matter of relative strength and 
reputation for honorable dealing, lead- 
ing to the establishment of closer and 
more personal relations with those who 
by their agency representation have 
allied themselves with companies of 
their choice. It is that association based 
upon a community of interest which, as 
has been well said recently, creates an 
obligation upon the companies to care 
for their agents’ interests. 

Agent an Agent in Name Only 

“In that respect I may perhaps be 
pardoned for dealing with a suggestion 
which may be made, that the agent is 
an agent in name only, inasmuch as he 
is no longer clothed with material dele- 
gated responsibilities. My reply is that 
decentralization in the United Kingdom 
has rendered that course unnecessary, 
and that the parity between the remun- 
eration of agents and brokers is essen- 
tially predicated upon the companies’ 
willingness to accord equally to either 
all those services involving cost, which 
under delegated powers would fall to be 


borne by the agent. 
“The true distinction between the 
broker and the agent, as I see it, is that 


the broker is in effect an agent of the 
insured, acting only as an intermediary, 
free to offer the resulting business in 
any direction he may choose, while the 
agent has a direct affiliation with the 
company which he has chosen to repre- 
sent. 

“To sum up the difference between 
the two countries, I think I may fairly 
describe the American system as one of 
centralized control with little direct con- 
tact between the company and the in- 
sured, and of reliance for business ac- 
quisition and its) subsequent handling 
and control upon agents entrusted with 
delegated powers, except in those cen- 
ters where Metropolitan offices are es- 
tablished. In the United Kingdom, on 
the other hand, a far-flung network of 
direct company organization has brought 
the services of trained salaried officers 


of the companies to the aid of agents 
and insured alike.” 
Calls Carter’s Observations Sound 


The paper 
passages are 


from which the foregoing 
taken was entitled “Some 
Observations on the Differences Between 
Great Britain and the United States in 


Respect of the Conditions and the Prac- 
tice of the Business of Fire Insurance.’ 
It will be noticed that Mr. Carter ap- 
parently experienced some hesitancy in 
commenting on home conditions on the 
ground that he might have lost touch to 
some extent with methods on this side. 
The passages I have quoted, however, 
demonstrate that any such thought need 
never have been entertained. The mat- 
ter, as placed before insurance interests 
in this country, and doubtless ere thfs 
read very generally in the United 
States, faithfully represents present-day 
conditions so far as the Royal is con- 
cerned, and obviates any necessity on 
my part to add to the well chosen words 
which Mr. Carter used in this respect. 
It might, however, be of interest if I 
ventured to offer some comments on two 
phases of the question to which Mr. 
Carter has made reference. One of these 
is the question of contact between the 
company and its agents. I think in this 
respect Mr. Carter’s phraseology is sin- 
gularly descriptive, and I would requote 


his statement that there has grown up 
here “a widespread multiplication of di- 
rect points of contact between the com- 
panies and their agents.” So developed 
is this direct relationship that many 
Royal agents largely conduct their busi- 
ness with us on a verbal basis, their in- 
structions being given to our officials as 
they mect.in city exchanges, agricultural 
markets, village streets or country 
roads, or in social circles, as the case 
may be. Further, many of our agents 
encourage our officials to develop direct 
contact with their respective policyhold- 
ers—a contact which Mr. Carter also 
mentions. Our salaried officials, there- 
fore, are known personally to many of 
our policyholders in all parts of the 
Kingdom, and many of the latter are 
numbered also among my own circle of 
friends and acquaintances. So close is 
this personal relationship that it might 
be said in many directions it is a family 
tradition to be. associated with the 
Royal. 
(To be concluded) 








CAPITAL PAID IN 








National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1926 


RESERVE FOR ALL enpenenebeny errr ceecsccces Sar eeeunes 
wit eg rere eoccccccccces 11,429,172.66 
aaa RESERVE FUND. vere aeareis eten 700,000.00 
Oe Oe re ne TE ee ne ne ee 38,202,776.74 
TOTAL SURPLUS TO POLICYHOLDERS............. 15,129,172.66 
H. A. Smith, President S. T. Maxwell, V.-Pres. SSery> % Cowee, Secretary 
F. D. Layton, Vice-President C. B. Roulet, Secretary . Anderson, Secretary 
F i: B: Seymour, Treasurer 
Assistant Secretaries ' 
R. C. Alton H. B. Collamore C. L. Miller 
L. C. Breed (Automobile) J. H. Crane V. I. G. Petersen (Marine) 
C. C. Hewitt 





.»$ 3,000,000.00 
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A DEPENDABLE COMPANY 











FR/ 
FRANK B. MARTIN, Asst. Manager. 


Assets, $3,669,475.54 Liabilities, $2,335,474.12 Surplus, $1,334,001.42 
DEPARTMENT MANAGERS: 
METROPOLITAN ..... <bean «Willard S. Brown & Co. 2.664: New York, N. 
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INSURANCE CO., LTD., 
THE YORKSHIRE 2228 Sui 
FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 


AND EXPLOSION INSURANCE 


U. S. BRANCH, 12 Gold Street, New York 
ANK & DUBOIS, United States Managers. 


Established 1824 


ERNEST B. BOYD, Underwriting Mgr. 
WALLACE KELLY, Branch Secretary. 




















PROVIDENT 


Fire Insurance Company 
83 Maiden Lane 
New York 














Assets $9,335,359.49 





45 John Street 


SCOTTISH UNION & NATIONAL 
INSURANCE COMPANY 


United States Main Office: Hartford, Conn. 
. H. Vreeland, Manager 
Policyholders’ Surplus $4,047,779.36 


A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will 
Cover All Liabilities . 
John G. Hilliard, Inc., Agent 





New York City 














Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
555 Asylum Street, Hartford, Conn. 
R. C. CHRISTOPHER, U. S. Mer. 
NEW YORK CITY OFFICE 
1 Liberty Street, New York 
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International Law 
Association Meets 


DISCUSS RULES OF EXCHANGE 








Simplification of General Average Ad- 
justments Sought; Seller’s Duty in 
Cc. I. F. Contracts 





The recent meeting of the Interna- 
tional Law Association at Vienna has 
attracted wide interest among shipping 
and marine insurance men. J. Sande- 
man Allen, of England, well known in 
marine underwriting circles there, gained 
close attention during a talk he made 
on certain proposed rules of exchange. 
According to Mr. Allen the draft rules 
could never be incorporated in any con- 
tract, the difficulty in the case of con- 
tracts enforceable in English Courts 
being that as the rules provided that 
the actual sum payable was to be deter- 
mined by the rate of exchange ruling on 
the day of payment, it would be im- 
possible for the Court to give judgment 
for a definite sum, and this is an es- 
sential to the procedure in a_ British 
Court. 

The difficulty was not entirely re- 
moved in the subsequent draft, the rele- 
vant rules reading: “(1) Payment shall 
be made in the currency mentioned in 
the contract, even if made in a country 
other than that in which the said cur- 
rency is a legal currency; (2) In the 
event of Rule 1 being impossible of ap- 
plication, the debtor shall pay an equi- 
valent in the currency of the place 
where the payment is made at the rate 
of exchange of the day of actual pay- 
ment.” 

The draft rule relating to statements 
of general average was well drawn, and 
substantially meets the views of the 
parties interested, as follows: 

“A general average statement shall be 
drawn up on the basis of a gold cur- 
rency if different currencies are involved 
therein. For the purposes of this sec- 
tion, a gold currency shall be deemed 
to be one whose rate has been main- 
tained on a parity with gold from the 
dates of the respective claims in general 
average: (a) The contributory values 
shall be calculated at the rate of ex- 
change prevailing on the respective days 
upon which they are to be ascertained; 
(b) The losses to be allowed in general 
average shall be calculated at the rate 
of exchange prevailing on the respective. 
days upon which they are to be ascer- 
tained; (c) Any disbursements shall be 
calculated at the rate of exchange pre- 
vailing on the day when they are paid 
by the shipowner or the claimant; (d) 
The proceeds of cargo sold during the 
voyage or sold unidentifiable shall be 
calculated in a gold currency at the rate 
of exchange prevailing on the day when 
they are received by the shipowners or 
owners of the cargo; (ce) Cash deposits 
shall be converted immediately into a 
gold currency; (f) The sums debited 
and credited to the various interests in 
gold currency in the general average 
Statement shall be paid, if paid in an- 
other currency, at the rate of exchange 
tuling on the day and at the place of 
actual payment.” 

Apart from the difficulty mentioned, 
which would nét appear to be insuper- 
able and may perhaps have been exag- 
gerated, the rules appear to have the 
merits of simplicity and equity. Cer- 
tainly, almost any agreed basis of deal- 
Ing with the difficulties associated with 
the question would be preferable to the 
Present state of chaos. Practice varies 
everywhere, and it is a matter of ex- 
treme difficulty to discover two average 
adjusters with precisely the same views. 
t remains to be seen whether the pro- 
Posed rules will be adopted, and if so, 








to what extent they will be put into ef- 
fect. As their adoption is intended to 
be by voluntary incorporation into af- 
freightment contracts, this is a subject 
for speculation. 

Another important matter on which a 
final decision proved difficult of achieve- 
ment was that relating to c.i.f. contracts. 
The committee is to continue its re- 
searches and to report to the next 
meeting of the Association. The chief 
matter for decision lies in the possibility 
of the seller failing to fulfil his respon- 
sibility to insure, and in determining the 
precise time at which risk passes from 
buyer to seller. When the rules are 
finally approved, it is to be hoped that 
definite provisions will be incorporated 
defining exactly the scope of cover to 
be provided by the seller. 


DENIES CORSON INSURANCE 


Brother of Suiemaes Sponsor Says 
Lloyd’s Did Not Accept $5,000 at 
20—1; Sum Was Smaller 


Reports that Lloyd’s of London will 
pay $100,000 to L. Walter Lissberger of 
New York City as a result of a 20 to 1 
bet that Mrs. Clemington Corson would 
not successfully swim the English Chan- 
nel were characterized as grossly exag- 
gerated by a brother of Mr. Lissberger 
this week at the offices of the Malcolm 
Tire Company in New York. Mr. Liss- 
berger’s brother said that no such sum 
as $5,000 was bet on Mrs. Corson’s 
chances of success but that a smaller 
sum had been placed with the London 
underwriters. He refused to state what 
the sum or odds were or what brokers 
had taken care of the insurance. 


NEW BROKERAGE FIRM 


Henry FE. Wood, former vice-president, 
treasurer and general manager of Abm. 
S. See & Depew, recently announced 
that his new gencral insurance brokerage 
concern to be known as Henry E. Wood 
& Associates, Inc., now has a complete 
organization. The offices are at 110 Wil- 
liam Street, New York City. The mem- 
bers of the new organization, besides 
Mr. Wood, are the following: Arthur C. 
Smith, Charles F. Hand, John Evans, 
Hf. Martin Yost, John H. Cramer, Wil- 
liam Armend and Van Ness Clark. 


HANNA APPOINTED SUPERVISOR 


The Employers’ Fire of Boston has an- 
nounced the appointment of Edward R. 
Hanna, who has been acting examiner 
since July 1, as supervising examiner. 
Mr. Hanna was formerly with the Royal 
Exchange Assurance as examiner, as spe- 
cial agent in Western Pennsylvania and 
later as superintendent of the loss de- 
partment. 





Telephones: 








CHESTER M. CLOUD 


Metropolitan Agent 
Home Insurance Company (Automobile Dept.) 
Maryland Casualty Company (Casualty Lines) 
Harmonia Fire Insurance Company 
London & Scottish Assurance Corp., Ltd. Fire Insurance 
N. W. Corner Maiden Lane and William Street 
John 1363-5976 
New York City 

















Fear Poor Coal May 
Increase Losses 


EFFECT OF THE BRITISH STRIKE 





Question of General Average Loss Arises 
If Vessel Without Coal Puts 
Into Port 





The results of the British coal strike 
are being somewhat severely felt by un- 
derwriters. A leading British publication 
has raised the question of whether a ves- 
sel using foreign coal and running short 
of bunkers on account of the decreased 
efficiency of her engines because of the 
inferior quality of the fuel could claim 
that putting into a port of refuge for 
bunkers on account of the decreased effi- 
ciency of her engines because of the in- 
ferior quality of the fuel could claim that 
putting into a port of refuge for bunkers 
was a general average act. On this sub- 
ject the Journal of Commerce (Liver- 
pool) says: 

In these days when so many vessels 
are being forced to use inferior foreign 
coal with disastrous effects, the question 
assumes importance, and although our 
contemporary is undoubtedly right in 
saying that the owners should have fore- 
seen the eventuality and have provided 
against it, the question of whether the 
act is one of general average can only 
be decided when the circumstances in 
individual cases are considered. 

It would seem that in no circumstances 
would the cost of bunkering be al- 
lowed in general average, for this could 
hardly be called a sacrifice or expendi- 
ture made on account of imminent dan- 
ger to the whole adventure. If a vessel 
sails short of bunkers, and had to put 
in somewhere to rebunker, there is no 
element of sacrifice, nor, so far as the 
actual operation is concerned, would 
there seem to be any imminent peril. 
Nevertheless, it is conceivable that a 
general average might be incurred 
through the use of inferior coal. For 
instance, if the vessel ran short of fuel 
and, owing to imminent danger, made an 
agreement with a tug for towage to 
safety, this would be an act of general 
average, although in the absence of an 
agreement the cost of towage would be 
salvage, and recoverable as such under 
the marine policy. Even so, the general 
average or salvage would not extend to 
the cost of fresh bunkers, but only to 
the actual placing of the vessel in a posi- 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,976,780.91 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 
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tion of safety, such as, for instance, 
bringing her into port. 

There is another aspect of this ques- 
tion which underwriters might consider, 
however, for one reads so much of the 
effects of bad foreign coal that it is ob- 
vious that a vessel might easily incur 
disaster on this account. For instance, 
a vessel in danger might not be able to 
raise sufficient steam to get away from 
the peril, or having stranded, might lack 
the power to work her engines sufficient- 
ly to get off, and so remain at the mercy 
of any bad weather that might come 
along, whereas had she had good coal 
she might have refloated unassisted and 
so have escaped disaster. These things 
cannot be without their effect on under- 
writing figures, and it would be interest- 
ing to learn of any concrete examples 
whereby it might be demonstrated that 
bed foreign coal had involved vessels in 
casualties which would not have been 
incurred had better bunkers been avail- 
able. 





AUTO ASSN. PROTESTS 


Claims of the Auto Owners’ Insurance 
Company of Lansing, Mich., a state-wide 
mutual company which did more than 
a million dollars’ worth of auto business 
last year, to the effect that it provides 
for its policy-holders all of the usual ser- 
vices given by automobile clubs, has 
brought a formal protest to Commission- 
er Leonhard T. Hands from A. P. Fed- 
erline, manager of the research of the 
American Automobile Association. 

GEORGE LEISTE, INC., AGENTS 

The appointment of George Leiste, 
Inc., 342 Madison Avenue, New York 
City, as metropolitan district and New 
York suburban general agents of the 
Transcontinental of New York for fire 
and allied lines, has been announced. 
The agency already represents the Law 
Union & Rock for suburban fire risks, 
the London & Lancashire Indemnity for 
casualty and surety lines and the Im- 
perial Assurance Company for automo- 
bile, fire and theft risks. 





BECOMES STOCK CO. 

It is announced that the American 
Lloyds of New York, which has been in 
successful operation since 1890, has been 
converted into a stock company under 
the title of American Lloyds Incorpo- 
rated. The change in the status of the 
company was completed at a meeting 
held this week, the conversion being ef- 
fected under the provisions of Section 
306 and with the approval of the Super- 
intendent of Insurance. The new com- 
pany now has a capital of $300,000, a net 
surplus of $150,000, and reserves for un- 
earned premiums and other obligations 
of $200,000. The following officers were 
were elected at this meeting: Leo H. 
Wise, president; David S. Walton, vice- 
president; William J. Stitt, vice-presi- 
dent; Robert L. Stewart, secretary and 
treasurer, and Cornelius C. Vail, assist- 
ant secretary and assistant treasurer. 


FACTOR IN MOTOR SELLING 

It is said that officials of leading motor 
companies are becoming more and more 
interested in financing and insurance 
plans for manufacturers who have not 
yet worked out any systematic arrange- 
ment for selling their products on de- 
ferred payments. This is in line with 





the recent statement of the heads of cer- 
tain large motor companies to the effect 
that profitable operation now depends 
upon quantity production of cars. 
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The Restaurants 
From President Fiske down all em- 
ployes of the Metropolitan Life at 1 
Madison Avenue eat in the Home Office 
building. There are a number of restau- 
rents, the best known being the famous 
round table, where the principal officers 
ent in two sections, one starting at noon, 
the other coming in at 12:45. More than 
eivht thousand meals a day are served. 
+ * 


The Co-operative Store 

In 1911 the Division and Section heads 
of the Metropolitan Life held a meeting 
to provide ways and means to assist 
Home Office employes to procure the 
necessities of life at a saving over retail 
prices. This resulted in the organization 
of the Madison Co-operative Associa- 
tion, chartered under the laws of New 
York. The membership is active and 
associate. Active membership is repre- 
sentative of the various departments of 
the Home Office, who elect the officers 
and board of directors. All employes of 
the Home Office are considered associ- 
ate members. Merchandise is sold at 
practically cost, plus a small overhead 
charge to cover expenses. 

Kk ok x 


A Word of Congratulations 

“We could hardly go to press without 
mentioning the fact that Jim Colgan, an 
honest and industrious young man with 
years of experience in the business world 
and also a graduate of Dartmouth, and 
the College of Hard Knocks, has fallen 
off the end of the pier into the sea of 
matrimony, leaving his water wings be- 
hind him on the dock. We all wish Jim 


the yvreatest success and happiness in 
the world and from what we hear of 
Mrs. Jim she is just the type to pull 


him out of bed in the morning, feed him 
a half a dozen eggs, give him a little 
coffee as a cocktail, and send him to 
work with his heart filled with joy and 
ambition, realizing that the world is not 
such a bad place after all. In spite of 
all these cares, Jim succeeded in run- 
ning away with third place for the month 
which we feel is indeed a nice piece of 
work. 

“Rather than to let Jim step out ahead 
of him, Fd Garrity decided to get mar- 
ried during July also. From all we 
gather from the outside, he has taken a 
very charming young lady into partner- 
ship, and we believe that with the re- 
sponsibilities of married life on his shoul- 
ders, Ed will immediately step out and 
double his production.” 

x * x 
Hang Up Drawing of Mussolini 

On a recent inspection of the new 
Gibraltar building, Prudential Insurance 
Company officials came upon a decora- 
tion on a wall in the men’s recreation 
room which surprised them not only by 
its presence, but by its striking nature. 
It was a heroic drawing of Mussolini. 
_A workman had finished his lunch a 
little early one day last week and picked 
up a bit of charcoal to amuse himself 
end several companions by sketching on 
the wall. Being an Italian and fond of 
drawing heads, the artist, whose name 











is George Gerolami and whose profes- 
sion is stone cutting, chose the Italian 
Dictator for his subject. 

In fifteen minutes a large head of 
Mussolini stood out in deft black strokes 
upon the freshly calcimined wall. 

The power of the sketch, the likeness 
to the subject as he is popularly con- 
ceived with glaring black eyes, boldly 
cut features and stern expression, and 

















the skill of the drawing, caused the of- 
ficers of the company to have a glass 
placed over the picture and a metal 
frame, some four by five feet, around 
it. 

Gerolami studied art in Milan, Trieste 
and Rome. He is thirty-two years old 
and lives in New York. He is employed 
by John Donnelly & Co., architectural 
sculptors. He was working on the stone 
ornaments of the balcony surrounding 
the twelfth floor of the building, one 
floor below the recreation room, where 
the picture is. 

He has been transferred from. the 
Newark job, which he had completed to 
New York. 

*x* x * 

The Life Insurance Agent at Home 

His Wife—I think I'll run over next 
door for a few minutes and you can 
stay here and take care of the baby. 

Insurance Salesman—Sorry, but 
going out for a game of billiards. 

His Wife—No, you're not! 

Insurance Salesman—My dear young 
woman, do you realize what this refusal 
will mean to your future? Do you know 
that at the age of 40, out of 100 wives, 
80 are divorced, 17 wish they were, and 


I’m 


only three are happily married? Do 
you realize 
His Wife—Harry, I— 


Insurance Salesman—Tomorrow—may 
— be — too — late — take —this — 


step — tonight — and — you — will — 
never — regret — it — I — won't — take 


no — for — an — answer — I — 
want — to — safeguard — your — fu- 
ture — are — you — going — to — let 
me — go — out — tonight? 


His Wife—No, that is, J—— 

Insurance Salesman—A - woman - of - 
your - standing - has - the - foresight - 
to - realize - what - an - important - 
event - in - your - life - this - game - 
of - billiards - is - now - let - me - write 
- you - a - policy - of - divorce - insur- 
ance - that - will - protect - your - loved 
- Saco 

His Wife—Aren’t you going to let me 
say a word? 

Insurance Salesman — Nowisyourop- 
portunity toletmeplaythatgameof bilkards 
attheclub. Don’tletthischanceslip asitmay 
bethelast, nowdoyousayyesormustIgointo 
thisfromanother angle? Signonthedot- 
tedline ? 

His wife—Yes, I'll sign, just to get rid 
of you! Now get out of here!—Jersey 
Journal. 
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Col. A. H. Wray’s Daily Dozen 

Ambling along Church Street between 
Fulton and Dey the other morning I 
came upon Col. A. H. Wray, former 
United States manager of the Commer- 
cial Union and its associated companies. 
He was walking with measured step. Ap- 
proaching him I asked what he was do- 
ing in the business section of New York 
these days. Replying promptly he stated 
that he was walking and “I am counting 
the blocks so as to know when I have 
clicked off two miles.” “Do you do that 
every day?” I asked. “Mostly,” he re- 
plied, “but I do it out around about 
Patchogue, L. I., where there is more 
room and not so much noise as in down 
town New York.” 
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Hammond Takes Rogers For Call on 
Spanish Premier 

Will Rogers, who is interviewing fa- 
mous men in Europe ‘for the “Saturday 
Fyening Post,” called in Madrid upon 
the former insurance broker, Ogden H. 
Hammond, now United States Ambassa- 
dor to Spain. Mr. Hammond made a 
great hit with Rogers, the comedian siz- 
ing him up as follows: 

“He is a regular fellow. I don’t know 
when | have met anyone that was more 
amiable and charming. You know, you 
kinder got to watch out about Spain, Mr. 
President, in your appointments of Am- 
bssadors. Spain maintains a lot of dig- 
nity, and you not only have to send a 
good level-headed business man but you 
have to have a man that can really, he 
and his wife, uphold the social and dig- 
nified end, I think more so than some 
of these other nations, because they take 
if pretty serious in Spain. 

“Now Mr. Hammond is new in the 
Diplomatic game, but he is certainly 
making good, and they like him. You 
see, you either got to be one or the other 
with people like these. You got to show 
some dignity or not any at all. That’s 
how My old Friend Aleck Moore was: 
they liked him too. Aleck just went into 
Spain the same as he would go into 
Pittsburgh. He knew how they acted 
there. If anybody had any dignity, they 
wouldent be in Pittsburgh. So Aleck just 
acted natural and they fell for it. This 
fellow Hammond is used to dignity.” 

Mr. Hammond took Rogers to see Pre- 
mier de Rivera. The humorist and the 
Spanish premier got along fine as the 
fcllowing incident illustrates: 

“The Premier touched a button and I 
thought maybe he was going to give me 
a Picture, but instead come a man with 
a tray. Well, that looked like some real 
fellowship. 

“He said, ‘It’s not much; it won’t in- 
terfere with you Gentlemen’s Prohibition 
obligation—it’s just a little sherry wine.’ 

“T am not much up on wines. I would- 
ent know Sherry from White Mule, but 
I am going to take out a small stack on 
this one. Well, Hammond, who has al- 


ways been used to good stuff, and Cun- 


<= 


ningham, who speaks and drinks the lan- 
guage perfectly, why, they said this was 
marvelous. Then he explained to us that 
it was some stuff that Queen Isabella, | 
believe it was, had put these few bottles 
away for Columbus when he come in 
from a hard trip exploring. 
posed to have some kind of spices in it, 
they said. 
rcloaded. 


go out and hide America where no one 
can find it. 

“Now it wasn’t so much the good 
Sherry, but it was the hospitality of the 
thing; it was being so thoughtful. 


that permeates the whole of Spain. They 
are glad to see you and they show that 
they are glad.” 

+e 


Sesqui-Centennial and Rain Insurance 

“Variety,” a paper of the theatrical 
world, in an article last week about the 
trials and tribulations of the Sesqui- 
Centennial Ex position, Philadelphia, 
prints this story: 

The Sesqui officials have tried almost 
everything in an attempt to stir some 
excitement without any condolence for 
their attempts. The biggest loss was the 
pageant “I*reedom,” staged by R. H. 
Burnside at the Stadium. This spectacle 
shows a total loss of $170,000 in 22 
scheduled performances, 11 of which 
only were given. Rain at the start of 
the engagement completely destroyed 
any chance this spectacle had of getting 
over. While it was produced in the 
typical Burnside lavish style it was his- 
torically over the heads of the mob. 

Immediately after the first perform- 
ance when rain halted the show, rain 
insurance was taken out. The _ policy 
specified that the pagentry department 
should be reimbursed to the extent of 
$10,000 if one-tenth of an inch of rain 
fell between 5 and & p. m. when per- 
formances were scheduled. ‘The pre- 
mium paid for each performance was 
$1,365. The rain usually fell after 9 p. 
m. and as a result not one cent could 
be claimed. The cost of each perfor- 
mance amounted to $15,000 in_ salaries 
to actors, stagehands and musicians. An 
orchestra of 40 pieces was paid $15 per 
man a performance. ‘The contracts 
called for pay whether the cast played 


or not. 
* * -& 


Insurance Men to See Dempsey 

The luck of the Sesqui-Centennial in 
getting the Dempsey-Tunney fight will 
be a tremendous help to the exposition 
in the opinion of “Variety.” It may 
prove the turning point in putting the 
Exposition on its feet. 

Dempsey is training near Atlantic City 
and it will not be surprising if hundreds 
of insurance men go out to his training 
quarters while they are conventioning a 
the seaside resort this month. 

x & * 


The Man of Many Titles 


Scene: The President’s office of a 
large insurance company. Enter am 
executive seeking a conference. Here 


are some of the ways in which he ad- 
dresses the secretary: 
“Is the president in yet?” 
“Anybody in with the chief?” 
“Ts His Royal Highness busy ?” 
“What time will the boss arrive?” 
“Ts Jim disengaged ?” 
eke 


Golfer Back in the Insurance Business 

William T. (“Bill”) Glenney is back of 
William Street and in the insurance bus! 
ness. Under the firm name of W. ¢ 
Graham Co., Insurance Specialists, his 
office is at 110 Williams Street. This wil 
be good news to the many friends of Mr. 
Glenney, especially those who are mem: 
bers of the New York Fire & Marine 
Insurance Golf Association, in the activi 
ties of which he has been a prominent 
figure for many years. He is one of New 
York’s best golfers. 
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Richardson’s Tribute 
To Manager Abroad 


RETURNS FROM SCOTCH VISIT 


U. S. Manager Was Chosen to Present 
to Norie Miller Gifts For Latter’s 
40th Anniversary 


After a most 
home office abroad, 
son, United States manager of the 
General Accident, returned to this coun- 
try a fortnight ago and then left almost 
immediately for a business trip to 
Canada. But before Mr. 
for the North, he gave The Eastern Un- 
derwriter a few impressions of the in- 
teresting time that he and Mrs. Richard- 
son had while away. 


enjoyable trip to the 
Frederick Richard- 


Mr. Richardson first attended the 
board meeting of the company which 
was held the latter part of July. After- 


wards he was present at a garden party 
which was given in honor of F. Norie- 
Miller, J. P., in commemoration of his 
forty years of mani agership. 

As an indication of the favorable im- 
pression that he made, Mr. calorie 
in the August issue of The “General’s 
Review, says, “As you will have seen 
from other pages of our Review, we 
have had a visit from our United States 
Manager, Mr. Frederick Richardson. 

Mr. Richardson was able to give 
splendid accounts of the position of our 
business in America, and was most op- 
timistic as to its future. With the calm, 
quiet and able enthusiasm which he dis- 
plays it is impossible for any business 
to do other than progress under his 
control. His visits are an inspiration to 
us, and I hope he will long be spared 
to conduct our important operations in 
the United States.” 


Enjoyable Garden Party 


It was Mr. Richardson’s honor at the 
garden party referred to above to 
present Mr. Norie-Miller, in com- 
memoration of his forty years of man- 
agership, with beautiful vifts, consisting 
of an antique silver gilt vase of George 
IIL period, a handsome silver service of 
the Victorian era, and a large silver 
tray. In so doing he acted on behalf of 
the agents and officials of the U. S. 
Branch of the General Accident and the 
Potomac Insurance Co. 

The ceremony was witnessed by nearly 
300 members of the “G. A.” staff, among 
them being: Dr. William Low of Blebo 
(Chairman); Lord Morris; Col. Sir Sid- 
ney Wishart; Sir James Simpson; W. 
C. Hunter; D. J. Wilson; R. S. Tilling, 
chairman of the Road Transport Co.; 


Mrs. Stanley Norie- Miller; Mrs, Freder- 
ick Richardson and E. F. Gribble, chair- 
man of the Brighton Board. 


A Tribute to a Leader 


Quite appropriately Mr. Richardson 
quoted Ulysses in Troilus and Cressida 
in starting his speech: 

“Time hath, 


my lord, a wallet at his back, 
Vherein he 


puts alms for oblivion.” 

“This is an oft-recurring thought,” he 
said. “Art is long and life is brief! and 
if we would accomplish anything we 
must needs be up and doing. Fame 
twines her laurels about the brow of 
him who leaves his distinctive mark 
upon his own day, and though he may 


Richardson left ~ 





not be able to echo the fine, proud boast 
ot Shakespeare, 

“Not maible, nor the 

of princes 

Shall outuive 


gilded monuments 


this powerful rhyme!’ 
he may yet say that 
‘He who hath served his generation well 

Hath tived for all time.” 

“It is nearly forty yéars ago since a 
young man came from London by way 
of Glasgow to the fair city of Perth, 
there to take charge of a local insurance 
company. Its name was unknown ex- 
cepting to a narrow circle, and it was 
engaged in a branch of insurance which 
was at that time relatively unimportant. 
Moreover, the business is one in which 
tradition and the prestige of long years 
and accumulated funds counted, and still 
count, for a great deal. 

“But all this little company had was 
youth and ambition and undying en- 
thusiasm. And that was enough. It is 
not for me, a subordinate official, to 
trace the amazing growth of the organ- 
ization until, forty years after, it is 
represented in the four corners of the 
world, issuing its policies through the 
hands of employees and agents of di- 
verse races and complexions every 
minute of the clock’s diurnal course; not 
for me to pay tribute to those qué slities 
of foresight and of courage which, 
through that unrivalled length of man- 
averial service, have formed and guided 
its destinies; nor for me to do more 
than refer to the vast industry—a veri- 
table mountain of labor—which he has 
applied to building up this great institu- 
tion. | come only as representing our 
agents and officials of the United States 
branch and the Potomac Insurance Co. 
to do him honor, and to ask him to ac- 
cept our simple greetings whereby we 
seck to show our loyalty and our affec- 
tionate regards. 


A Wish for Health and Happiness 
“Mr. Norie-Miller—on their behalf | 


ask your kind acceptance of these 
modest gifts. We are a little bit prev- 
ious, but, as you know, our American 
friends are somewhat quick on the trig- 
ger, and so we anticipate the event. It 
was in February of the Jubilee year of 
our revered Queen Victoria that you 
came to Perth. It is singularly approp- 
riate, therefore, that we should present 
you with this George II] antique silver 
gilt vase made by a famous craftsman, 
Phillip Rundall, in the year of her birth, 
1819. This is a silver tea and coffee ser- 
vice of the Victorian period, and this is 
a silver tray of the present reign of our 
good King, George V. I shall ask Dr. 
Low to read the greetings which ac- 
company them and will hereafter be en- 
grossed and illuminated as a_ formal 
address. May you have health and hap- 
piness, Sir, and long life in the full exer- 
cise of your distinguished talents.” 

Whereupon Dr. Low read the ‘tribute 
from the agents and officials of the U 
>. branch of the General Accident 
of the Potomac Insurance Co. 


and 


A Gracious Reply 
In replying Mr. Norie-Miller said: 
“The agents and officials in America 
have been too kind in presenting me, 
through your goodself, Mr. Richardson, 
with such handsome and valuable tokens 
of their regard on the occasion of the 
completion of forty years’ management 
(Continued on Page 33) 
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Reliance Casualty Is 
Making Itself Known 


NOW HAS $100,000 IN PREMIUMS 


RIGHT ON THE JOB 
L. F. Tillinghast Frenioes Lively Casual- 
ty-Surety Group Sessions at Ad 
Conference in October 
It is a certainty that the casualty and 
surety sessions of the forthcoming In- 
surance Conference at Detroit, October 
18 and 19, will be interesting if ‘the plans 
of Leslie F. Tillinghast, agency assist- 
There was hardly a —" on the sur- @nt of the Great American Indemnity, 








Its Business Confined to Automobile 
Insurance in New Jersey; Experience 
Rating Scheme Explained 



















































face when the Reliance Casualty of New 8° through as anticipated. 
Jersey was organized in July to write One of the first things Mr. Tillinghast 
automobile insurance only in New Jer- (id when he was made chairman of the 


sey. To the outside insurance world it casualty and surety group meetings last 
has been yvoing along quietly. But the week was to send out a letter to the 
fact remains that although it has been Company ad managers which frankly 
in operation for less than two months asked for their help. He said: “This 


with offices on the ground floor of 14 year two full afternoons will be given 
Park Place, Newark, it has produced te these sessions and they must be filled 
more than $100,000 in automobile pre- with worthwhile discussions. Will you 


now set down and write me just one pet 
phase of casualty-surety advertising you 
would like to have discussed. Give me 
more than one idea if you want to; the 
more, the better, but give me at least 


miums, a commendable record for a new 
insurance company. The company has 
also completed its reinsurance treaty 
with the American Reinsurance Co, of 
Philadelphia for all business over the 
$5,000/$10,000 limits. It has not as yet OM¢: 
affected an agreement with a fire and 
theft carrier but plans to this end will 
soon be consummated, 


OPENS JACKSONVILLE BRANCH 
Experience Rating Scheme 
Perhaps the most interesting feature 
which the new company has to offer is 
the clause in its automobile policy of- The 
fering rate reduction recognition to a 
policyholder for a no-accident record. If 
during the duration of his policy the as- 
sured suffers no accident to his car or 
has no suit for damages filed against 


Southern Surety Has Seunted H. P. Linn 
as Manager There; Former Na- 
tional Surety Man 

Southern Surety has opened a 

Florida branch office at 209 Clark Build- 

ing, Jacksonville, Florida, with H. P. 

Linn as manager. Mr. Linn was at one 

time assistant manager of the Indianapo- 


‘ be : lis branch of the National Surety and 
him, the Reliance Casualty will give him more recently was transferred by that 
a 5% reduction from the gross amount company to Hi arry F. Fromme & Co., 
of the renewal premium ol the policy, — jts general agency in Jacksonville, where 
providing, of course, the policy is re- : 


he was manager of. the bonding depart- 
newed, 


7 - P ‘ ment, 

But if a claim for damages of any na- Associated with Mr. Lian ‘will be W 
ture shall be made against the assured M. McCray, Jr., in charge of the coa- 
affecting his policy or during the term ; 

PONCY OF | ; , tract bond departme nt and W. Dean, 
the renewal policy is in force, from which . 


he district consulting engineer. 
5% from the 


to refund 


the assured has deducted 
gross premium, he must agree 


A. J. LILLY A SPEAKER 


to the company the amount deducted 
from the premium as a penalty for the Austin J. Lilly, general counsel of the 
loss. Maryland Casualty, will speak at the an- 
Nation-Wide Claim Seevice nual convention of the National Asso- 
Another service which the Keliance ciation of Insur: ae \gents at Atlantic 
Casualty offers is its facilities in hand- City, September 21-24. His topic will be 


ling claims. It says that it is equipped on “Compulsory Automobile Insurance.” 
to give twelve hour service in Northern 
New Jersey and twenty-four hour serv- 
ice in the other parts of the state. For 
the rest of the country, the company 
has made satisfactory connections for 


(Continued on Page 30) 


DATE FOR FALL MEETING 
It is expected that the first fall meet- 
ing of the Casualty Association of North- 
ern New Jersey will be held on Sep- 
tember 15, 
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When Life Agent Comes 
Under Liability Acts 


TOPIC AT AMERICAN LIFE MEET 





F. H. Aldrich Goes Thoroughly Into 
Subject at Legal Section of Conven- 
tion; Many States Discussed 
At a meeting of the American Life 
Convention’s Legal Section in Detroit 
Fred H. Aldrich, general 
counsel of the American Life Insurance 
Co., read a long and important paper on 
“Does the Soliciting Agent of a Life In- 
surance Company Come Within the Pro- 
visions of the Employer’s Liability Acts 
of the Various States?” It was 45 pages 
of typewriting, made that long because 
the situation in so many states were dis- 

cussed. 

Mr. Aldrich said that if the soliciting 
agent working from the general office of 
the company, is under the constant su- 
pervision of some official of the com- 
pany who gives him daily direction as 
to the manner in which he shall -per- 
form his work, as to the parties whom 
he shall solicit, the neighbo: hoods which 
he shall visit endeavoring to get pros- 
pects, the number of hours which he 
shau devote to the solicitation of insur- 
ance, and the means of travel which he 
shall use in going to visit his prospects, 
he would be considered an employe. If 
an accident occurred during the hours 
which he was directed to labor while 
performing his duties as an employe of 
the company the company would be lia- 
ble under the terms of the state. 

If the agent is given a contract getting 
compensation based on amount of busi- 
ness written, being given discretion as to 
whom to be ‘solicited, hours of work, etc., 
he would not be deemed an employe 
within the meaning of the act. 


this week, 


OPENS BALTIMORE BRANCH 
Silliman-Kunkel Co. Starts Active De- 
velopment of Business There; J. P. 
Travers Appointed Manager 


Another step forward was made by the 
Silliman-Kunkel Co., Eastern managers 
of the Republic Casualty, this week, 
when it opened a branch service office 
at 8-10 South Street, Baltimore. The 
manager of the new office is J. Pat Trav- 
ers, for the past year executive special 
agent of the company and previously 
special agent for the Lumbermen’s Mu- 
tual Casualty. 

Since March, 1925, the Silliman-Kun- 
kel Company has maintained a claim of- 
fice in Baltimore under the management 
of William R. Francis, but there was no 
active development of new business from 
that office. Mr. Francis will continue to 
head an enlarged claim department at 
Baltimore. 

Agents of the Silliman-Kunkel Com- 
pany in Baltimore will be unaffected by 
the new move, President H. G. Kunkel 
stated, but will report to the new branch 
and will be given quicker and more effi- 
cient service. 





N. J. COMPENSATION AWARDS 

Acting Referee John Wagner of the 
Compensation Bureau of the New Jersey 
State Department of Labor granted the 
following awards in Jersey City last 
week. Carmela Difranco, of 287 Avenue 
C, Bayonne, who lost the use of her 
right eye when a splinter of steel flew 
into it at the plant of the Safety In- 
sulated Wire > vanes Co., on July 10, was 
awarded $1,5 

Because i ae part of his body was 
crushed by a falling case while he was 
working for the N. Y. Marine Co., on 
February, Patrick Costello of 327 Adams 


Street, Hoboken, was granted $1,751. 
Joseph Appruzzese, of 109 West Side 
\venue, Jersey City, was awarded $642.20 


for his left thumb which was rendered 
useless when it was crushed in a ma- 
chine in the plant of the Bias Buff and 
Wheel Co., last May. 
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Plans to Have No 
Accidents in October 


450 INDUSTRIES ARE AFFECTED 


A Special Campaign Is to Be Conducted 
by Safety Council in Newark 
Plants 


The month of October has been set 
aside as a “No Accident Month” by the 
Newark Safety Council and more than 
450 letters have been sent to the heads 
of firms asking them to take part in the 
campaign, by W. R. Smith, who is chair- 
man of the Safety Council committee. 

According to the letters the first “no 
accident month” of the council was cele- 
brated last February when twenty-one 
industries with a total of 10,000 employ- 
ees, reported “no accidents.” 

Only minor accidents marred the ef- 
forts of other industries enrolled, broken 
ribs, pinched fingers and crushed feet 
being among the most serious of the in- 
juries reported by some of the firms. 

The industries who participate in the 
campaign will be graded in classes ac- 
cording to the number of employes and 
the Safety Council committee will give 
out weekly reports of these concerns 
having gone through the period without 
injuries to their employes. 

An accident has been defined by the 
Safety, Council for the purpose of the 
campaign as “an injury arising out of 
employment and resulting in death or 
permanent disability or loss of time in 
addition to the day or shift in which the 
injury was received. 

“Tf the employee loses less than half 
time on the day or shift following the 


SCISSORS GRINDER CASE 





Dust in The Lungs Known as Pneu- 
moconiosis a Rare Disease is Basis 
For Compensation Award 


As the result of dust in the lungs a 
disease known as pneumoconiosis, which 
leads to a tuberculosis condition, is the 
basis of a compensation award by Com- 
missioner Leo J. Noonan of Connecticut, 
in the case of Stephen Cishowski of 
Bristol, Conn., a scissors grinder, against 
the Clayton Manufacturing Co., and the 
insurance company carrying the line. 

Dating back to May 26 and continuing 
as long as Cishowski may be totally 
disabled because of the disease and the 
tuberculosis condition, but no longer 
than 520 weeks provided by law, the re- 
spondents are to pay him $14.82 weekly, 
all accrued payments to be made 
through the office of Cishowski’s attor- 
ney. 

The companies are also held liable to 
reimburse Cishowski for the payments 
of all reasonable medical, surgical and 
hospital expenses for the treatment of 
the disease and must furnish him with 
suitable medical attention for his phy- 
sical contin. 


R. E. PATTERSON'S NEW POST 


Robert FE. Patterson is settled in his 
new job as manager of the Merchants 
Casualty of Waterloo, Ont. Previous 
connections include the Employers’ Lia- 
bility, the Globe Indemnity of Canada, 
and a mortgage and insurance business 
in ‘Toronto of which he was a partner. 








one in which the injury occurred, the 
injury need not be reported as an acci- 
dent to be recorded in the campaign,’ 














AUTOMOBILE & GENERAL LIABILITY 
PROPERTY DAMAGE & COLLISION 
WORKMEN’S COMPENSATION 
ACCIDENT AND HEALTH 
PLATE GLASS 


Manufacturers’ Liability Insurance Co. 


Manufacturers’ Liability Insurance Co., Building 


37 Montgomery St. 





We Invite Your Inquiry— 


We are equipped to give unusual 
co-operation in the following lines: 


Jersey City, N.J. || 

















Historical Old Bldgs. 
Give Way to Skyscraper 


TO HOUSE CASUALTY OFFICES 
Insurance Center Building at 80 John 
Street Will Be Ready About Novem- 
ber 1; Has Many Long Leases 

The latest insurance company to take 
large space in the new Insurance Center 

Suilding, 80 John Street, which will be 
ready for occupancy about November 1, 
is the Metropolitan Casualty. This com- 
pany will move its local office to the en- 
tire twelfth floor of this building and has 
signed a lease fot a long period of years. 
Charles I. Noyes Company represented 
the Metropolitan Casualty in this trans- 
action, 

The Zurich will also occupy quarters 
in this building, having arranged some 
little time ago through Horace S. Ely 
& Co. to take the entire third and fourth 
floors. The Fly office has also leased the 
entire second floor, as well as an under- 
writing office on the ground floor, to 
John G, Hilliard, Inc., Metropolitan man- 
agers of the Zurich, "and represents tives 
of a number of prominent fire companies. 
This lease is for a long term of years 
and the aggregate rentals involved 
amount to nearly $1,000,000. 

The Zurich will make this building its 
headquarters for their Eastern Depart- 
ment, which is under the direction of 
John’ A. diemand, assistant United States 
manager. They will now be in position 
to house under one roof all of their va- 
rious departments, including legal, un- 
derwriting, claims, medical, ete., for the 
district comprising Connecticut, New Jer- 
sey, Pennsylvania, Maryland, Delaware 
and District of Columbia. 

The New York Plate Glass has also 
leased the eighth and ninth floors of 
the building. 

A Bit of History 

An interesting sidelight to the present 
move of these firms is the fact that the 
late John G. Hilliard, with John A. Eck- 

(Continued on Page 34) 





e 
Reliance Casualty 
(Continued from Page 29) 
this work and in case one of its policy- 
holders meets with an accident in 
California, its representative there would 
get in touch with the home office by wire 
and give immediate service. 

A rate sheet for agents and brokers is 
now being sent out, simplifying the man- 
ual to some extent and giving in brief 
the special features of the company. 

The Official Personnel 

Russell B. Taylor, vice-president and 
general manager of the company, has ap- 
pointed Fred Germain as statistical man- 
ager and accountant, and Marshall For- 
syth “ managing underwriter. 

Mr. Germain, who has been in statis- 
tical work for the past seven or eight 
years, is active in New Jersey politics. 
He was chief of the Internal Revenue 
Department at one time. This is his first 
experience in insurance work. 

Mr. Forsyth has had about ten years’ 
experience in the business. He was with 
the Fidelity & Deposit in its home office 
for several years and with the United 
States F. & G. in its New York office for 
four years. He was also in the under- 
writing department of the Zurich for 
two years, 

Another appointment made this week 
is that of Walter J. Garvey to be pub- 
licity manager. Mr. Garvey is with the 
World Wide Advertising Corporation of 
New York and is the author of consid- 
erable technical books and sales promo- 
tion literature. He is a graduate of Co- 
lumbia University and served as_ sales 
promotion manager of the Radio Stores 
Corporation and affiliated companies. 
For the past seven years he has been 
associated with the H. H. Levey Adver- 
tising Agency as account executive and 
publicity man of the Michelin Tire & 
Rubber Co. and Spencer Mills, Lynn, 
Mass. He is also associate technical 


writer on the New York Evening World 
staff. 
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Metropolitan’s Offer 
Accepted by Va. Miners 


FOR $50,000 PREMIUM VOLUME 





Effective January 1, Compensation Busi- 
ness Is to Be Written at a Flat 
Rate of $5.75 

Southwest Virginia coal mine opera- 
tors, who have been without compensa- 
tion cover since August 1 when the As- 
sociated Companies cancelled off the 
risks as a result of the refusal of Com- 
missioner Button to permit them to in- 
crease their rate from $4.73 to $9.20, 
have accepted a proposal from the Me- 
tropolitan Casualty to write the business 
at a flat rate of $5.75. This rate applies 


to January 1 with experience rating 
thereafter. 
Agreement to accept the rate was 


reached at a meeting of the Virginia 
Coal Operators Association held at Nor- 
ton, August 27. The Metropolitan Cas- 
ualty stipulated that only $50,000 of pre- 
mium volume should be guaranteed as 
a starter and this was quickly raised. 
The Travelers recently offered to write 
the business at $6.10 but the negotiations 
with this company fell through when it 
insisted upon having a guaranteed pre- 
mium volume of $175,000 at the outset. 

Since August 1, the mines left with- 
out protection have been running under 
special permits granted by the Virginia 
Industrial commission which would have 
expired September 1, Members of the 
commission expressed themselves as 
highly pleased when they learned that 
the Metropolitan Casualty’s offer had 
been accepted and a satisfactory solu- 
tion of the problem reached. Commis- 
sioner Deans spent several days in 
Southwest Virginia last week looking 
into the situation and assisting Fy clear- 
ing it up. The Metropolitan Casualty 


has agreed to issue binders at once so 
that there will be no delay in providing 
cover, 


BEST ON COAL MINE BUSINESS 
Does Not See Why It Cannot Be Writ- 


ten on a Satisfactory Basis by 
oo Carriers 

Alfred M. Best, in commenting recent- 
ly on the decision of the Associated 
Companies to withdraw from the writing 
of compensation on coal mine risks ex- 
cept at heavily increased rates, does not 
see why this business cannot be written 
on a basis satisfactory to the compensa- 
tion insurance carriers. He says: “One 
of the institutions, which has written a 
considerable volume of coal mine busi- 
ness, adjusts its rates monthly, keeping 
very close track of the actual cost of 
carrying the business, and on such a 
basis it is impossible to go wrong. 

“Such institutions should not, therefore, 
be criticized for continuing to write coal 
mines, which are in need of insurance 
protection and entitled to it, but, on the 
contrary, should be complimented for 
having the courage to continue to sup- 
ply this need in the face of great practi- 
cal difficulties in the handling of the bus- 
iness.” 





A JUMP IN RATES 

W. S. Mays & Co., conducting per- 
haps the largest business of any agency 
in the country in purchaser’s disability 
insurance on motor cars purchased on 
the installment plan, has found it neces- 
Sary to increase the rates for this class 
of business, effective this week. The 
reason given is that loss frequency since 
the introduction and use of purchaser’s 
disability insurance has increased so 
rapidly that the companies represented 
by the agency are no longer able to write 
it at the present rates. 


H. A. WHITE’S ‘NEW POST 

The Standard Accident has appointed 
H. A. White as associate manager of its 
Texas branch office, assisting O. A. Max- 
well, branch manager. Mr. White will 
devote most of his time to production 
and will be in charge of casualty lines. 
e is a Dartmouth graduate. 
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Ge Fidelity and Surety Bonds, Liability Workmen’s 
HS Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 
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BOSTON 
Paid-In Capital $3,000,000 


and Insurance Company 
T. J. FALVEY, President 
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JOINS SILLIMAN-KUNKEL CO. 


S. H. McKeag, New Casualty Superin- 
tendent, Has Had Wide Training in 
a Number of Companies 
Shepherd H. McKeag is the new su- 
perintendent of casualty 
the Silliman-Kunkel Co., 
gers of the Republic 
delphia. 


$46 AWARD FOR FLY BITE 


Because he was bitten by a greenhead- 
ed horse fly, George Wood of Hamden, 
Conn., sought compensation from the 
Standard Erecting Co., of New York, 
who had employed Wood as a carpenter 
in the erection of a house in Hamden. 
Commissioner Leo J. Noonan, of Conn., 
who is serving in New Haven, in the 
place of Commissioner Kleiner, was 
forced to go into details of horse fly 


production in 
eastern mana- 
Casualty in Phila- 
Mr. McKeag has had a number 


of company connections and is well qual- bites. He was informed by experts that 
ified to handle his “ w work. horse fly bites often become infected, 
He was with the General Accident for and as Wood testified that he had 
many vears and then joined the Pre- worked near a stable and was frequently 
ferred “Accident at its home office. He chased from his work by clouds of them, 
shin seveeah wi underwriter and office the commissioner found that Wood sus- 
manager of the Commercial Casualty ‘ined a personal injury within the mean- 
when it was organized. In 1919 he ing of the law and awarded him $46. 


joined the Aetna Life as an underwriter 
in its New York branch and in 1923 he 
connected with the Penn oh ational Hard- 
ware Mutuals as manager of its auto- 
mobile department, cea: whieh position 
he resigned this spring. 


W. S. MARSDEN PROMOTED 


Walter S. Marsden has been selected 
to manage the Chicago branch office of 
the London & Lancashire Indemnity, 
succeeding Harry E. Hill, who recently 
resigned to join the Great American In- 


NEW ACCIDENT BOOKLET 


demnity as its manager for the Middle 

W. Dean Keefer, director, industrial West. Mr. Marsden has been in the 
safety division, National Safety Council, business for the past eleven years and 
is preparing a booklet on “Competition has served as assistant manager of the 


as an 
vention.’ 


] \id in Promoting Accident Pre- London & Lancashire Indemnity in Chi- 


cago since 1924, 











Agents and Brokers! 


Know Where and How to Get Bond 
Business 


HAVE AT HAND THE 


FIDELITY & SURETY 
BOND DIGEST 


(Copyrighted 1925) 
Fits the Pocket 
Complete Information at a Quick Glance 


It supplies a long felt need. It enables the inexperienced to 
handle any ordinary form of bond intelligently. 


Descriptions of coverage. Definitions. 
business in brief and in plain English. 


KEEP THIS UNEQUALED GUIDE ON BONDS 
IN YOUR OFFICE OR ON YOUR PERSON 


THERE IS NOTHING LIKE THE 
FIDELITY & SURETY BOND DIGEST 
($2.00) 


Requirements. The 
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Annual Safety Congress. 
To Have 200 Speakers 


17 INSURANCE "MEN TO TALK 





Five-Day Session at Detroit, October 25- 
29, Will Attract 5,000 Delegates; 
World-wide Interest 





Some idea of the scope of the fifteenth 
annual safety congress at Detroit, Octo- 
ber 25 to 29, can be had when it is in- 
dicated by the advance program released 
this week that more than 200 speakers 
will address the safety men at 100 sepa- 
rate meetings during the five-day ses- 
sion. It is expected that more than 5,000 
delegates will attend from all parts of 
the world. 


As many as seventeen insurance men 
are slated to speak and their names and 
topics are as follows: 


Engineering section: R. C. Stratton, 
Travelers, at Newark, - will dwell on 
research activities; S. - Whiting, Lib- 
erty Mutual of 7 Rtg on “Electrical 
Hazards”; W. J. Graves, Michigan Mu- 
tual Liability of Detroit, on “Exhaust 
Systems” ; Daniel L. Roye r, Ocean Ac- 
cident & Guarantee, on “Sieam Engine 
Break Downs”; S. V. James, Underwrit- 
ers Laboratories of Chicago, on “Rotary 
as eo 

A. C. Session: Elliott P. Knight, 
tiara Liability of Boston, on “No- 
Accident Competitions.” 


Interest in Round Table Talks 

Woodworking Section: G. V. Fuller, 
assistant secretary, National Council on 
Workmen’s Compensation Insurance, on 
“Where Accidents Occur in the Wood- 
working Industry”; Herbert G. Wiberg, 
chief engineer, Lumber Mutual Casualty, 
will act as chairman of the woodworking 
section, 

— Table Discussions: John Colter, 

, of the Liberty Mutual, will take 
ae ‘in the discussion on “Getting In- 
jured Workers Back to Work”; Geo. S. 
Thompson, of the Detroit Insurance 
Agency, will participate in the discussion 
on “Effective Use of Accident Statistics.” 

Packers and Tanners Section: Frank 
Morris, Liberty Mutual, on “Safety 
Kinks in the Leather Working Industry.” 

Health Conservation Section: Dr. 

N. Torrey, medical director, Michigan 
Mutual Liability, on “The Aims and 
Ideals of Plant Physicians.” 

Marine Safety Meeting: A. D. Reiley, 
Mutual Life of New York, on “Hazards 
of the Maritime Industry from the Life 
Insurance Point of View.” 

Automobile Industry Session: D. S. 
Beyer, Liberty Mutual, on “Building 
Safety in Power Press Tools.” 

Executives Meeting: Richard E. Ver- 
nor, Western Actuarial Bureau, Chicago, 
on “Conserving Life and Property 
Through Fire Prevention.’ 





ROCKEFELLER TO CONTRIBUTE 

John D. Rockefeller, Jr., has made a 
conditional contribution of $177,500 to- 
ward the public safety work of the Na- 
tional Safety Council which is seeking a 
million dollar fund for an intensive five- 
year campaign against public accidents. 
The balance of the money needed to cov- 
er a nannual expenditure of $200,000 will 
be sought from other public spirited 
citizens and corporations interested in 
the prevention of accidents on streets, 
in public places and at home. 





JOINS CENTURY INDEMNITY 


Clay R. Martin has been made a spe- 
cial agent of the new Century Indemnity, 
working from the Boston branch office 
under the supervision of J. Lawton 
Whitlock, New England manager. He 
was formerly with the Boston office of 
the Travelers. 





Success in accident prevention work, 
says the National Safety Council, de- 


pends on adequate equipment, continuous 
inspection, safety education, and employe 
co-operation. 
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Norie-Miller Hopeful 
For Business Revival 


HIS VIEW ON BRITISH STRIKE 


General Accident Director Encouraged 
Over Results in Special Drives for 
Business; Life Dept. Booming 


indication of 


As an how insurance 
companies abroad are reacting to the 
veneral strike in Great Britain and the 


veneral coal strike which followed it and 


which has now almost subsided, I. No- 
rie Miller, director and general manager 
of the General Accident forces in Eu- 
rope, gives the following message to his 


avents through the current issue of the 


“General's” Review: 
“The set-back to business caused by 
the general strike and now prolonged 


and equally unnecessary coal strike, have 
undoubtedly had an adverse effect upon 
those departments of business which are, 
I think, mistakenly considered by the 
general public to be the luxury depart- 
ments in insurance. Notwithstanding this, 
however, our business has shown prog- 
and with a return to wiser counsels 
on the part of the coal miners, | think 
we shall have a revival in trade that 
will commence the gradual return to that 
prosperity which has been so long antic 
ipated and so oft deferred since the 
termination of the great war. 


ress, 


Compliments Field Forces 
“T want to thank all our agents for the 
hearty response they have given to our 
institution of special weeks for certain 
branches of business. It has brought 
prominently to the minds of all the 


smaller and more remunerative classes of 
business that were tending to be neglect 
ed for those classes that are most read 


ily obtained, and which bring a high pre 
inium, such as motor insurance. During 
the personal accident week one 
sent in over one hundred personal acci 
dent proposals and during the fire week 


inspe c tor 


we opened a considerable number of fire 
accounts in almost every district.” 

Mr. Norie-Miller also showed pleasure 
over the progress in the life department 
of the company, saying that there would 
be well over the million of new business 
produced during the current year. 

\s to the fire end of the business, he 
seid: “We wish to largely increase our 
fire business, and the formation of local 
combined with the energetic 
pushing of this department, is having a 
very marked effect. Our total fire in- 
come has not reached £1,000,000, but by 
the end of next year it will, | confidently 
anticipate, have reached that sum. 


Push the Casualty Lines 


boards, 


Other departments of business, such 
as small workmen’s compensation, bury- 
lary, fidelity guarantee, householders’ 
comprehensive and shopkeepers’ compre- 
hensive insurance, were recommended to 
the General Accident agents as_ lines 
worthy of careful study and solicitation. 
Mr. Norie-Miller, in closing, urged that 
policyholders already on the books 
should not be overlooked as they consti- 
tute a wonderfully fertile field for culti- 
vation, 


MAYFLOWER COMPANIES DEAD 


A Newark Project to Launch One Fire 
and One Casualty Company; Samuel 
Hollander Agent for Both 
Newark insurance 
Mayflower Fidelity & 
Mayflower Fire & Ma 
applied for incorporation in 
\pril, are a dead issue. Samuel Hollan 
der, a lawyer specializing in insurance 
work in Newark, was the agent for both. 
Kach company was to have started 
with a capital stock of $2,500,000. At 
the time the news came out the company 
was said to have a stock issue of 250,000 


It is understood in 
circles that the 
Casualty and the 
rine, which 


shares at $10 a share, more than half of 
which had already been subscribed at 
that time. 


Industrials To Aid 
State In Safety Plans 


TEN NEW ELECTRICAL RULES 


N. J. Regulations Will Reduce Casualties 
in New Electrically Equipped Plants; 
Methods Explaied at Conference 
The ten new rules governing the use 
of electricity and electrical equipment in 
New Jersey industrials which were for- 
mulated by the State Department of La- 
bor and which became effective on Sep- 
tember 1, were widely discussed by su- 
pervisors and operating representatives 
of electrically equipped industrial and 
municipal plants throughout the state, at 
a conference held last week in the Pub- 

lic Service Auditorium, in Newark. 

The conference which was called by 
Rowland EF. Leveridge, chief of the Bu- 
reau of Electrical and Mechanical Equip- 
ment of the Labor Department, was for 
the purpose of bringing about a  satis- 
factory understanding of the new regu- 
lations. Mr. Leveridge, who presided, 
stated that in adopting the restrictions 
on certain electrical equipment was to 
insure added precautions against life 
hazards, 

He defined the policy of the depart- 
ment as to the enforcement of the new 
regulations and asked the co-operation 
of all supervisors and operating engin- 
cers. He was assured of the readiness 
by the delegates present that they would 
co-operate in every way. It was ex- 
plained by Mr. Leveridge that in no in- 
stance would the effect of the new rules 
be retroactive. They would be enforced 
only in the application to machinery set 
up after August 31. 

One of the most important rules pro- 
hibits the use of balance coils which, be- 
cause of defective circuits, renders it pos- 
sible to by-pass a current through the 
body of a workman, who may accidental- 
ly complete a= false circuit through 


GERMAN AUSBY’S POLICY 





Insurance of $61,000 in the Lufthansa 
Every Time a Passenger Goes Up 
on One of 75 Aero Routes 
A despatch from Berlin to the New 
York “Times” says that every time a 
traveler goes up in the air on one of 
Germany’s seventy-five airplane routes 
he is insured for $6,000 at the expense 
of Lufthansa, the concern which oper- 

ates these routes. 

Flying in Germany is regarded quite 
as safe as traveling by train or motor 
car. The insurance companies with 
which Lufthansa ‘has contracted for the 
insurance of passengers charge merely 
the usual accident rate, without the su- 
percharge customary in the case ot 
“extra-hazardous occupations.” 

According to official statistics the per- 
centage of ‘safety in airplane flights dur- 
ing 1925 was 99.997 per cent. Thus far 
during 1926 not a passenger has been 
injured, . 


PROMOTED TO ASS’T SECRETARY 

The New York Indemnity has ap- 
pointed Edwin L. Warfield to be assist- 
ant secretary. Mr. Warfield will have 
general executive duties in the agency 
department, assisting Vice-President 
Thomas L. Bean. He was formerly field 
man for the Maryland Casualty. 








ground, and in that manner receive a 
shock of double voltage. 

Another important regulation requires 
the effective and permanent grounding 
of all motors, portable or fixed, and all 
portable devices. Failure to ground the 
framework of these devices has been 
the cause in numerous instz inces, of in- 
juring industrial workers. 

The next in importance of the regu- 
lations limits the operating voltage on 


artificial lighting circuits to a maximum 
of 125 which is considered as a reason- 
ably safe 


voltage. 
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Home Office Buildings 


To all those connected with The Employers’ 
Liability Assurance Corporation we extend 
our deep sympathy upon the death of 
their chairman, Samuel Appleton. 


Maryland Casualty Company 


Baltimore 


F. Highlands Burns, President 
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S. T. Maccubbin’s Life 
Has Been An Active One 


| JOINED F. & D. 28 YEARS AGO 


His Career With the Company Has 
Taken Him to Almost Every 
Corner of the Country 





Samuel T. Maccubbin, head of the in- 
vestigation and claims department of the 
Fidelity & Deposit, who was a headliner 
in the daily newspapers a short time ago 
when he nailed two bank thieves after 
more than a year of searching, has been 
with the company continuously for twen- 
ty-eight years. He has served it in every 
section of the United States with the 
exception of the extreme South and has 
come into intimate contact with every 
department of the business, from that of 
filing clerk up. 

His life has been so filled with activ- 
ity that in spite of the passage of time 
he has retained all of his youthful ex- 
uberance and vigor. As a matter of 
fact, his associates in the company say 
that he is still getting over the vast 
Pacific Coast territory where he has 
concentrated his efforts with much the 
same pep that characterized his move- 
ments in the days when he depended 
more upon the Pullman than upon the 
Studebaker de luxe. 

Experienced San Francisco Earthquake 

Mr. Maccubbin has a birthright that 
is wrapped up in suretyship, for he was 
born in Baltimore. There were no sil- 
ver spoons being handed out in the Mac- 
cubbin family at that time, so the future 
surety man received only a public school 
education, and at the age of fifteen was 
compelled to go to work. Later he did 
take a three months’ course in business 
college, which he used to the best possi- 
ble advantage, for from the date of his 
entry into the business world he was 
with but two companies. The first was 
the Mutual Fire of Baltimore, and the 
second the Fidelity & Deposit. 

In 1906 he came to San Francisco for 
the company. He had been there only 
two weeks when the big earthquake re- 
duced business to a most chaotic state. 
So Mr. Maccubbin went to work whole- 
heartedly with a shovel to help clean up 
the debris and aid in the work of re- 
building. He was general agent for the 
Fidelity & Deposit at San Francisco for 
two years. In 1912 he went to Los An- 
geles and opened a branch office, remain- 
ing there for two years, when H. D. 
Vandeveer, resident vice-president, took 
charge. Mr. Maccubbin then returned 
to San Francisco, where his auditing and 
adjusting work often takes him to the 
far corners of the vast territory which 
comprises the Pacific Coast department 
of the company. 

Typically an outdoor man, Mr. Mac- 
cubbin is a golf enthusiast now but still 
remembers with pride the days when he 
was more or less of a sand lot star in 
baseball and played baseball with such 
a celebrity of the diamond as John J. 
McGraw, now manager for the New 
York Giants. 





DECIDE ON CONVENTION HOTEL 





Ad Men Will Meet at Hotel Tuller, 
Detroit, for Annual Conference on 
October 18-19 
Hotel Tuller, Detroit, has been se- 
lected as the convention headquarters of 
the Insurance Advertising Conference 
when it meets there on October 18-19. 
Not only is C. E. Rickard, advertising 
manager of the Standard Accident, mak- 
Ing a good job of getting the program 
into shape, but the agents of Detroit 
ave already signified their interest in 
attending the sessions in large numbers. 
Another bit of refreshing news is that 
John Hall Woods, advertising manager 
of the Great Northern Life, assures Pre- 
sident W. Warren Ellis that the middle 
western companies are beginning to see 
the advantages of membership in the 
onference and are signing up enthusi- 
) @tically. Mr. Woods is chairman of the 

membership committee this year. 

















CASH CAPITAL 
$2,450,000.00 


UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Accident, Health, Burglary 
Automobile, 
Workmen’s Compensation Insurance 
Executive Offices: 


Union Indemnity Bldg. 
New Orleans 


COMPANY 


Liability, Plate Glass 


Eastern Department: 
100 Maiden Lane 
New York 











C. A. Craig, President 








W. R. Wills, Vice-Pres. 


The National Life and Accident Insurance Company 


Inc. 


NASHVILLE, TENNESSEE 
Industrial Life, Ordinary Life, Health and 


Accident Insurance 


W. S. Bearden, Sec. & Treas. 














Woodman’s Accident 
Would Enjoin Conn 


OHIO INSURANCE CONTROVERSY 


Superintendent Had Acted to Revoke 
License of Nebraska Company; Writ 
Returnable September 28 
The Woodmen’s Accident of Lincoln, 
Neb., filed a mandamus suit in the State 
Supreme Court today against State Su- 
perintendent of Insurance Harry L. 
Conn to prevent revocation of its license 

to operate in Ohio on Sept. 1. 

Superintendent Conn ordered revoca- 
tion of the license August 20, effective 
September 1, on the ground that the 
company spent more than 30% of its in- 
come for operating expenses. The com- 
pany claims it is operating in accordance 
with its custom and its rights. 

Supreme Court Judge EF. C. Mathias 
allowed an alternate writ, returnable 
September 28. In the meantime Conn is 
enjoined from enforcing the revocation 
order. 


TUCKER SELLS AGENCY 
J. D. Tucker, Jr., has sold his local 
agency business in South Boston, Va., 
to Fry, Jordan & Wilson of that town. 
He will deal in stocks and bonds in the 
future. 


CAN COLLECT COMPENSATION 
Pennsylvania Volunteer Firemen to Be 
Protected When Injured Under 
New Decision 
More than 200,000 volunteer firemen 
in Pennsylvania were made happier a 
short time ago by the decision of State 
Compensation Commissioner Houck that 
they all are entitled to 

when injured 

This question had not been previously 
decided since the compensation law went 
into effect in Pennsylvania and there 
had been considerable doubt as to 
whether firemen who work as unpaid 
volunteers at fires were entitled to com- 
pensation if injured. The case decided 
was that of Milton S. Graves of Somer- 


compensation 


set. Under the decision insurance com- 
panies carrying the compensation for 
borough and city employes must also 


protect volunteer firemen, 


ATTEND APPLETON FUNERAL 

The Board of Fire Under- 
writers was represented by a committee 
of three at the funeral last week of the 
late Samuel Appleton. These included 
R. J. Dunkle, Lowell D. MeNutt and 
Clarence [. Horton. A committee on 
resolutions to report at the next regular 
meeting on Mr. Appleton’s death was 
appointed as follows: FE. D. Blake, Her 
bert Coolidge, J. H. Eddy and Stephen 
EK. Barton. 


Boston 
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ALEXANDER GREENE & CO. 


Incorporated 
FORMERLY GREENE & GOETSCHIUS, Inc. 


MANAGERS 


Fireman’s Fund Insurance Company 
Home Fire and Marine Insurance Company 
AUTOMOBILE BRANCH—METROPOLITAN DISTRICT 


Union Indemnity Company 


General Agents—All Lines 
AUTOMOBILE—CASUALTY—INLAND MARINE—SURETY 


NEW YORK 

















W. E. Small, President 


Georgia 


Atlanta, Ga. 





Casualty Company 


E. P. Amerine, Vice President 


Surplus and Reserves as to Policy Holders Over $3,000,000 


Automobile 

Plate Glass 

Burglary 

Liability 

Property Damage 

Workmen’s 
Compensation 


AN AMERICAN COMPANY 








ENTERED IN FIVE STATES 
Bankers Indemnity Making Progress 
Under the Management of Fred- 
erick E. Wilkens 
As an indication of the progress it* is 
making, the Bankers Indemnity of New- 
ark is now entered in New Jersey, Penn- 
sylvania, Maryland, District of Columbia 
and Delaware and will shortly enter 
Ohio, Connecticut and Illinois. The com- 
pany is under the active leadership of 
Frederick E. Wilkens, who is vice-presi- 

dent and general manager. 

The financial statement of the com- 
pany, as of June 25, 1926, reveals the 
total assets of the company as _ being 
$717,045.41; liabilities, $19,712.98; capital 
of $500,000; surplus, $794,619.06. The sur- 
plus to policyholders is $1,294,619.06. 


Richardson’s Tribute 


(Continued from Page 29) 
of our company. These will not only be 
treasured by my wife and myself, but by 
those who come after me, as tokens of 
affectionate regard from colleagues, who 
are also friends, in the new world. Of 
these I shall often think. 

“Somehow I feel that as I do not de- 
serve these beautiful gifts, they have 
perhaps been given as a hint that the 
time has arrived for me to retire. I am 
not going to, however. I am too fond of 
work, of the General, and of all con- 
nected with it. 

“During the forty years I have been 
engaged in building up our business, I 
have had to meet with difficulties both 
in the old world and the new, but I 
have had the great satisfaction of seeing 
these difficulties overcome, which is in 
itself a sufficient reward; and if these 
difficulties had been multiplied a hundred 
fold they would not have outweighed the 





satisfaction that has come from the 
many pleasant hours spent with your 
goodself, Mr. Richardson, and all my 


other good friends among the agents and 
officials on my numerous visits to the 
United States. 


First U. S. Impressions 


“The retrospect is a constant source of 
satisfaction to me. I recall my first 
visit, and how I was almost bewildered 
by the size and hustle of the business 
community of New York and the other 
great cities of America. Then came the 
pleasure of making the acquaintance of 
the numerous friends I now have in the 
new world. We have jogged along to- 
gether, overcoming difficulties and buiid- 
ing up connections in business that have 
resulted in mutual success and happiness. 
[ recall my long connection with you, 
Mr. Richardson, and how it was the en- 
thusiasm and great ability which you 
showed in your work in London which 
induced me to ask you to go to the 
United States, to which request you so 
readily agreed, and there you have 
worked almost miracles in placing our 
business on the high pinnacle to which 
it has attained. I think one of the best 
things I ever did for the ‘General’ was 
when I induced you to go the United 
States. 

“T hope that everyone conr.ected with 
the ‘General’ will have as great hap- 
piness in the work as I have had and 
when I see all these young boys around 
me today I want to urge everyone of 
them to aim high; set your mark upon 
becoming a general manager, and then 
you will rise high in your profession, 
Insurance is, and will continue to be, one 
of the reatest businesses of the world, 
and it is one in which great happiness 
can be obtained. 

“I ask you, Mr. Richardson, to take 
back to the agents and those who have 
joined in this testimonial my hevrt-felt 
thanks. Tell them how greatly I ap- 
preciate their beautiful gifts and equally 
appreciate the very kind words which 
have been read by Dr. Low in the ad- 
dress which they sent me. Tell them 


also that I hope to be able to visit them 
again, and that I hope they maye all be 
long spared to continue in the happiness 
of working for the success of the great 
company we love so well.” 
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$200,000 on One Credit Account 


By R. S. CHAMBERS, 
Manager of the Credit Insurance Department, U. S. F. & G. 


When the United States F. & G. de- 
cided to enter the field of Credit Insur- 
ance, it was not with the idea of merely 
trailing behind those companies already 
in the field. The Company’s attitude 
was clearly summed up in a letter sent 
out under date of January 19, 1926, from 
which the following is quoted : 

“We have not entered the ficld with 
the idea of merely participating in our 
share of the existing business, but with 
the determination of creating a volume 
consistent with the production which the 
line affords when adequately presented 
for sale.” 

Notice that word “adequately,” for it 
describes most thoroughly the principal 
ailment from which Credit Insurance suf- 


fered until our Company entered the 
field—inadequacy. ; : 
One of the chief contributors to this 


inadequacy of credit insurance has been 
its inability to give a proper amount of 
protection to the larger houses of the 
country, the very cream of the credit 
insurance business. 

Reinsurance 

As we already had in our S. A. I. pol- 
icy the kind of policy which would ade- 
quately protect the class of business we 
were desirous of attracting, it rem: 1ined 
to equip ourselves with sufficient rein- 
surance to properly handle the business 
after we got it. 

Our Reinsurance Department got to 
work and, in the face of a great deal of 
resistance and unavoidable delays, was 
successful in putting across something 
never before accomplished in the history 
of credit insurance in this country, name- 
ly, reinsurance treaties that enable us to 
take on a single credit risk up to a maxi- 
mum of $200,000. 

That’s exactly twice as much as any 
other company writing credit insurance 
has been able to cover, and enables us 
to reach out for and properly take care 
of a class of business that none of the 
other companies can touch, 


Two Typical Cases 

Here are two typical cases among the 
manv that have come to the attention 
of this department as a result of our 
being able to give adequate coverage: 

A manufacturing concern, sound finan- 
cially and of high credit standing, has an 
order from an equally sound and repu- 
table purchaser which will involve a line 
of credit running prettv close to 20 per 
cent. of the seller’s working capital. They 
are going to insure the risk with us, 
feeling that no matter how sound the 
buyer is, it is not good judgement to put 
20 per cent. of their working capital at 
the risk of one concern without protec- 
tion, when they can insure it with us for 
a reasonable premium. 

Another concern has made a contract 
to sell about 90 per cent. of its output 
to one buyer. The buyer is in excellent 
financial standing and doing a large and 
profitable business, but the seller feels 
that it is prudent to insure the account 
with us and avoid the remote possibility 
of losing or having tied un a large por- 
tion of his working capital. 

The Premiums 

There are other examples. but these 
are sufficient to prove that even with 
our present coverage limit of $200,000 
we are able to tap a tremendous reser- 
voir of credit insurance premiums not 
heretofore reached. 

As you have been advised, our pre- 
mium rates on S. A. T. Certificates have 
been materially revised downward, so 
that thev run from 10 cents per hundred 
ner month on prime risks rated a mil- 
lion and un to $1.05 per hundred per 
month on fair risks, rated from $25,000 
to $35 N00 

While the denosit premium on onr § 
\_T. policy still remains at $100, $75 of 
this is placed to the credit of the policy- 
holder to he used against certificate pre- 
miums, making the cost of an S. A. T. 


Policy to the policyholder only $25, in- 
stead of $100, as heretofore. 

We have, therefore, in the $200,000 
figures coverage limit the revised certi- 
ficate premium rates, our liberal and at- 
tractive policy forms, and the very nom- 
inal S. A. I. policy premium rate, a pow- 
erful combination of features. As a re- 
sult, the business of the department is 
developing in a sound and satisfactory 

way on both our S. A. I. and blanket 
forms of policy, and applications are 
coming in to us from all parts of the 
credit insurance territory. 





MADE SUPERVISING ENGINEER 





J. D. Hunter Gets Responsible Post in 
Western Department of N. Y. In- 
demnity; Wide Experience 
John D. Hunter has been made super- 
vising engineer of the western depart- 
ment of the New York Indemnity and 
will have charge of the engineering and 
inspection and boiler and machinery de- 
partments. His headquarters will be at 

Chicago. 

Mr. Hunter has had a wide experience 
in engineering and eed work. He 
served his apprenticeship with Anderson 
& Lysle, in Glasgow, was with the North 
British Tron Company for two years, 
then went with Harold & Wolfe, at Bel- 
fast, and afterwards served as assistant 
engineer on various Atlantic lines for a 
number of years. After settling in the 
United States he was associated succes- 
sively with the Cramps, at Philadelphia, 
with the E. P. Allis Company, at Mil- 
waukee, and with the Chicago, Milwau- 
kee & St. Paul Railway, ‘where he had 
charge of the boiler department. 

In this last capacity he came into close 
connection with the Hartford Steam 
Boiler Inspection & Insurance Company. 
He joined its inspection force and served 
for a number of years, when he joined 
the Travelers Indemnity, later becoming 
senior inspector and eventually inspect- 
ing engineer. From that company he 
went to the Continental Casualty where 
he ‘was in charge of the boiler and ma- 
chinery department and from which po- 
sition he resigns to take up his new 
work. 








Globe Indemnity 
Answers & Queries 











The following questions have been 
asked by agents of the Globe Indemnity. 
The company’s replies are also printed. 

O. “John Doe,’ who has been receiv- 
ing Weekly Sickness Indemnity for 40 
weeks for a serious eye disease, has now 
totally lost sight of both eyes. Is he also 
entitled to the Capital Sum Indemnity 
equal to 100 weeks of Weekly Indemnity? 

A. Yes, where the Capital Sum Loss 
occurs within 52 weeks of commence- 
ment of illness, Capital Sum is paid in 
addition to Weekly Indemnity. 

Q. When a loss of money or securi- 
ties 1s paid for under a Residence Bur- 
glary policy, is it necessary to reinstate 
coverage up to $50, or does the policy au- 
tomatically take care of that? 

A. The Company’s total liability for 
money and securities is $50, and when 
that limit is exhausted there is no fur- 
ther coverage and the insurance on 
money or securities must be reinstated 
to afford further protection under that 
section of the policy. Each loss paid 
diminishes the protection by the amount 
of such loss. (The same condition ap- 


plies as respects store-room coverage of 
$50). 


Claim Men to Gather 
At Swampscott, Mass. 


CONVENTION PROGRAM READY 


Large Attendance Is Anticipated; Ex- 
pect Welcome from Representative 
of Governor Fuller 


Plans are just about completed for the 
sixteenth annual convention of the In- 
ternational Calim Association which will 
be held the first three days of next week 
at the New Ocean 
Mass. The program as tentatively drawn 
up includes the following speakers and 
topics: 

“Penalties 
State Senator 
Minn, 

“Compromise Settlements,’ C. O. Paul- 
ey, secretary Great Northern Life, Chi- 
cago. 

“Preparation of Cases for Trial,” Frank 
J. Canty, attorney United States Casual- 
ty, New York. 

“Death Claims and Disability Claims,” 
William A. Dennis, supervisor of claims, 
Prudential. 

It is expected that the convention will 
be welcomed to Massachusetts by a rep- 
resentative of Governor Fuller, chief ex- 
ecutive of the state. 


House, 


and Vexatious 
Charles H. Orr, 


Delays,” 
St. Paul, 


A New ‘Skyscraper 
30) 


ert, were pioners in the northward 
move of the insurance district to John 
Street when these men moved their es- 


(Continued from Page 


tablishments from Pine Street to the 
Hilliard Building at 55 John Street, 
which they erected for insurance occu- 


pancy on a leasehold of the 
r ee stant Dutch Church. 

Before half of the term of the ground 
lease had expired, an exceptionally en- 
ticing profit persuaded them to dispose 
of this valuable property. At this point 
John A. Eckert bought the plot fronting 
on Gold Street from John to Platt 
Street, just opposite the site where the 
Insurance Center Building is now being 
erected, and built on this site, a build- 
ing for his brokerage business, surely a 
pioneering venture in the unexploited 
Gold Street district. At this time the 
Zurich & Hilliard offices moved to 45 
John Street. 

With the improvement of the Insur- 
ance Center Building plot a group of old 
buildings, with a history dating back to 
Revolutionary War days, which strange- 
ly enough had occupied for many years 
the exact geographical center of the his- 
tory, pass on to give way to the sky- 
scraper. 

The building, which is twenty-four sto- 
ries in height and has a frontage on John 
Street of 94 feet, on Gold Street 120 feet, 
and on Platt Street of 86 feet, on a plot 
containing about 10,200 sauare feet, has 
been especially planned with a minimum 
number of columns, a maximum number 
of large windows, with unobstructed 
open floors for the acommodation of 
such large organizations. 


Reformed 


Swampscott,’ 


COMPENSATION CASES 





A Nutnber of Them Disposed of in Con. 
necticut; Awards Granted in Every 
Instance 


Margaret Crowley, the fifteen-year-old | 


dependent daughter of Richard M. Crow. 
ley, of Simsbury, Conn., in her claim for 


compensation against the state highway | 


department has been awarded $12.65 a 
week, beginning May 28, until she is 18 
years old. 
as a result of a fractured skull he re. 
ceived when he was thrown off a wagon 
when the horses ran away. The Tray- 
elers is the insurer-respondent. 


Other awards include those of Joseph | 


Pulgini of Kensington, Conn., against the 
Fafnir Bearing Company, New Britain, 
employer, and the American Mutual Lia. 
bility, Hartford, insurer. He has been 
awarded $151.38 for total incapacity. 








Service Contracts 
of of 
Quality Superiority 
to to 
Policy Holders Representatives 


NATIONAL 
CASUALTY 


wr 
THE NATIONAL 
of DETROIT 


Fastern Dept. 





Western Dept. 
81 John St. Pacific Bldg. 
New York San Francisco 
Northwestern Dept. 
Palace Bldg. 
Minneapolis, Minn. 














American 
Surety 


Company 
of New York 


100 Broadway 


Fidelity and 
Surety Bonds 


Burglary Insurance 


Check Forgery and 
Alteration Insurance 
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Her father died on May 28° 
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More Words to the Wise 


T HERE can be no recovery under a Messenger, Pay- 
master or Interior Robbery policy if it can be 


proved that any of the assured’s employes acted in col- 


lusion with the robbers, or if they, themselves, were en- 
tirely responsible for the loss. 


Consequently, every person who has the custody of prop- 
erty which is insured against loss by robbery, should be 
bonded in an amount equal to the amount of the robbery 
insurance carried. 


Mercantile Safe Burglary policies also contain a clause 
to the effect that the insurance company is not liable 
for loss “if a watchman, or office or clerical employe of 
the assured, is a principal or an accessory in affecting 
or attempting to affect the burglary.” 


In view of this fact, is it sensible for a firm to insure the 
contents of its safe without also bonding its watchman, 
as well as the members of its clerical force? 


The fact that a firm is now carrying one or all of these 
burglary and robbery policies is an admission on its part 
that its property is worth protecting. Anything worth 
protecting is worth protecting well. é 


Need we say more? 


FIDELITY AND DEPOSIT 


COMPANY 


of Maryland 
BALTIMORE 


FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY : 
Baltiyaore, Md. 


If you are not already adequately repre- 














sented in this territory I will be glad to 
have full information regarding an agency 
connection with your Company. 
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/ EIGHTY YEARS { 
OF ACHIEVEMENT 


1846-1926 


Every employee of The American’s Western Department at Rockford, Illinois, 
has insured his or her property in The American Insurance Company. What a fine 
thing it is to really believe—not only in your institution—but your business, itself. 


ROCKFORD J 


Eighty years ago Rockford was little more than a struggling settlement of 1,278 
people, who were principally from New England. Beautifully situated in a virgin 
forest on the banks of Rock River—called by the Indians ‘‘Sinissippi”, which means 

“clear flowing’—the strong New England strain of its early builders shaped the 
destiny of Rockford’s future. 

In 1851 a dam was built, and a water power company was organized. Manu- 
facturing followed quickly, agricultural implements being the first articles made. 
Inventive minds were encouraged, and as a result we find that some of the most 
useful inventions we enjoy today—such as the reaper, the knitting machine, the self- 
binding harvester, the adding machine and textile machines—originated in Rockford. 

Although manufacturing almost everything necessary for the sustenance and con- 
venience of man, we find that Rockford leads the United States in the making of \ 
Furniture, 3,500 men being employed in this industry. ‘The chief classes of goods 
included among the 3,000 other items produced are machine tools, agricultural im- 
plements and leather goods. “Today Rockford has a population of 85,000 and is second — 
only to Chicago in the industries of Illinois. 


OR, Ts. 





The American’s Western Department is located in this City in its own beautiful 4 

building of stone and brick, and gives employment to 175 people, in addition to the y, 

| 40 field men who report to that office. Here, to, are the branch offices of two other rss 
large insurance companies—the National of ‘Hartford and The Security of 


| Connecticut. 

Here we find the Rockford College, which boasts of having had Miss Jane 
Addams and Miss Julia Lathrop as students. Rockford Post, G. A. R., has the 
oldest charter in the Country. During the War more than a million soldiers were 
trained here at Camp Grant. 
Because of its wide streets and boulevards, magnificent shade trees, broad parks 
and playgrounds, Rockford has the distinction of being one of the most beautiful 
l inland cities of America. It is a city of homes and a city of industrial activity, 
~ extending an alluring invitation to both homeseeker and business man. 


THE AMERICAN 
F INSURANCE COMPANY \ 


U 
f WESTERN Dept. Home OFFICE 
WUU URS ROCKFORD, ILL NEWARK, N. J. JU 


(Next time we shall tell you about Newark) 
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